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FOREIGN TRADE PICTURE 


1. Revaluation of German and Dutch currencies 
_ may cause fractional increases in some imports. 


2. President Kennedy and AFL-CIO leaders try to © 
_ quiet labor threats of boycotts against imports. ; 


_ 3. Tariff agreements still dragging pending outcome 
_ of Common Market discussions in Europe. 


_ 4. Local ““Buy-American” pressure is on the increase 
among individual companies and in states. 


Revaluation of Foreign Currency 
Jumbles Import- 


Antibias Order 
Requires Checks 
Of Vendor Policy 


Washington — Firms 


Ml 


| will have to keep a tighter rein 
on suppliers’ employment prac- 
tices. 

President Kennedy has tight- 
s{ened antidiscrimination rules 
with an order reestablishing, ef- 
fective April 5, the President’s 
Committee on Equal Employ- 


HONG ET 


ment. 

The committee, headed by 
«| Vice President Johnson, suc- 
ceeds Vice President Nixon’s 


Committee on Government Con- 
tracts, but the Johnson group is 
armed with more weapons to 
discourage discrimination than 
Nixon had. 

One of these is a rule calling 


Export Situation 


New York—More turmoil in world markets, heightened this time for aj] firms with government 
by a flareup in European monetary valuations, gave industrial buyers | contracts to make periodic re- 


dependent on foreign vendors a new set of jitters last week. 


| ports to Washington on their own 


U.S. producers could find some solace, however, in the two-|compliance, as well as that of 


pronged hope that West German 


of the mark and guilder might result in: 


and Dutch upgrading of the value | their suppliers. 
| Contractors’ reports also must 


doing | 
work for the U.S. government | 


prove a 
tool for 


P. A.'s 


“We need for the nation a 
revised system of inventory ac- 
counting—one that would en- 
able business to plan inventory 
and buying policy on a product- 
by-product basis.’ —Gainsbrugh 


“We are currently running a 
pilot study on the feasibility of 
a series’ on future trends in in- 
ventories. If it works; this could 


powerful new planning 
business.’ —Paradiso 


Putting On Pressure 
For Timelier Inventory Data 


| New York—Industrial purchasing men are clamoring for a 


major overhaul of inventory reporting methods to help solve today’s 
|complex stock control problems. With the management spotlight 
focused on this key business area, companies often have to base 


detail the membership policies of 


@Some further narrowing of the price gap on competing im- | 


ports (both countries increased 
the value of their currency by 5% 
in relation to the dollar). 

@ A corresponding opportunity 
to increase the export of US.- 
made goods to those countries. 

Vying for attention with over- 


seas monetary maneuvering were | 


these other developments: 

(1.) Increasing Kennedy Ad- 
ministration concern over labor 
threats to boycott Japanese im- 
ports, mainly textiles and elec- 
tronics. At his news conference 
last week, the President warned 
labor groups such action (sched- 
uled for May 1 by the Amalga- 
mated Clothing Workers and a 
Chicago electrical brotherhood 
local) could boomerang against 
U.S. industry. AFL-CIO leaders 
also are working to forestall the 
boycotts. 

(2.) Heightening interest both 
here and overseas as to what 
position the Kennedy Administra- 
tion will take on tariffs, particu- 
larly as they apply to European 
trade. Tariff decisions to date 

(Turn to page 53, column 2) 


Price Stability Declared 
A Matter of Balances 


Washington—Some prices up, 
some prices down. 

That’s the way a Kennedy Ad- 
|ministration economic spokes- | 
|man expects the economy to op-| 
erate over the next few years as| 
| federal planners push their drive 


Attempt to Boost Prices 
\to obtain price stability while | 


simultaneously stimulating eco. | Of Brass Ingot Falters 
nomic recovery and growth. As Big Mills Stand Pat 


Dr. Walter W. Heller, chair- 
man of the Council of Economic} New York—A large Eastern 
Advisors, summed up the price} brass smelter, which raised ingot 
outlook last week for the Joint) prices two weeks ago in a move 
Economic Committee of Con-|to bring order out of a chaotic 
gress. Price increases for some) price situation, dropped some of 
goods and services, he said, must) the tags back to their previous 
be balanced by price declines On| jeye] Jast week. 
other goods and services. “The original price increase 

In explaining the Kennedy) wasn’t thoroughly worked out,” 
“price level stability” program, | one of the smelter’s top execu- 
Heller said that if inflationary | tiyes said. “Now we’re reviewing 
pressures similar to post World| our entire list (86 ingot grades) 
War II and the Korean War years | to determine which prices should 
| (Turn to page 4, column 3) | be raised and which should be 


the unions they deal with. If 
the unions decline to furnish such 
information, the employer must 
certify this in his report. The 
committee may publish the names 
of contractors and unions who 
violate its rules. 

Biggest change is in enforce- 

(Turn to page 4, column 3) 


P/W PANORAMA 


@ Income Tax Time Is Drawing Near, and if you're still 
struggling with those forms, the column on page 23 may have 
a few helpful hints for you. There’s also some handy informa- 


tion for motor boat owners, 


@ How Do You Determine the Best Way to Ship? Consultant 
Robert C. Kelley answers that question on page 42 with an 
informative guide on how to go about choosing the best mode 
of transportation from among the many available to you. 


® Make-or-Buy Groups Often Bog Down in endless red tape 
and interminable wrangles. But Harnischfeger Corp. has one 
that works, and can show you the dollars and cents savings 
to prove it. The spread on pages 28-29 shows how it’s done. 


@ Things Look a Bit Rosier as far as plant and equipment 
expenditures are concerned. But the government still is try- 
ing to find ways to stimulate these outlays even more. For 
the story on what's being done in this area, see pages 8-9. 


lowered.” 
The company had boosted its 
tags on yellow brass ingot by 


(Turn to page 3, column 1) 


New Name for NAPA? 


New York — NAPA mem- 
| bers may find themselves 
|| answering to a new name. 
'| Association executives are de- 
bating the pros and cons of a 
name change and local mem- 
bers are being asked for their 
views. 

Among the new titles pro- 
posed are: National Assn. of 
Purchasing Management, Na- 
tional Assn. of Purchasing Ex- 
ecutives, and National Assn. 
of Purchasing and Materials 


as well as for householders. 


2¢/lb. and its other ingots 1¢/Ib. | 
But now the firm’s 80-10-10 and | 


. Janagement. 


tet et 


costly buying decisions on what they regard as unreliable and 
fragmentary data that are usually behind the’ times. 


‘Ford Turns Thumb Down 
On Price-Boosting Wage 


Detroit — The Ford Motor 
Co. says it will fight strongly 
against wage increases that will 
increase the price of cars. 

Big Three automakers and 
|the United Auto Workers will 
begin negotiations for a new la- 
bor contract July 1. Ford’s 
| statement, made last week in a 
|report to stockholders, was the 


first indication from any auto- | 


'maker of what position it will 
take at the bargaining table. 
Although other 
were slow to comment 
Ford’s stand, general consensus 
(Turn to page 54, column 5) 


-——This Week’s- 


companies | 
upon 


Both government and private 
economists are well aware of the 
urgent need for sweeping reform 
in present inventory reporting 
techniques. And that’s why the 
Commerce Dept. right now is 
busily working on a technique 
which would allow forecasting of 
inventory trends some _ three 
months ahead. Louis J. Paradiso, 


managing director of the depart- 


ment’s Office of Business Eco- 
nomics, started work on that 
project several years back. 

But it’s still not for general re- 
lease because government stat- 
isticians are not sure it is ac- 
curate enough yet to apply to 
basic inventory planning. How- 
ever, Douglas Greenwald, Mc- 
(Turn to page 54, column 1) 


W 


| question naturally follows: 
| current profits allow? 


if they wanted to—especially 
uncertain. Profits per car are 


ae 
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hen Ford Motor Co. vows to fight down new wage costs 
that will force car price increases (see story above), this 
How much of a wage cost boost do 


Neither Ford nor any of the other automakers will attempt to 
| answer that one. There’s a good chance that they couldn’t even 


now, with future car sales so 
a tightly held secret in Detroit, 


and they fluctuate widely, depending upon the success of a 
particular model in the market-place. 


But you can make some educated guesses—educated, that is, 
up to a point wherein any attempt to speculate further bogs 


down in a morass of unknowns. 


Ford’s Falcon is an example. 


About a year ago, a McGraw-Hill editor obtained data from 
| authoritative Detroit sources showing that the new Ford compact 
| was costed by its planners to net the parent company an average 


$253/unit. 


This computation was based, however, on a “planned financial 
(Turn to page 53, column 4) 
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Purchasing Week Industrial Materials Price Barometer —— Scigneaty ne movow-tat Seporinen of conor 


Latest Week Year 
Week Ago Ago 
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935 925 94.3 


Year ago 


Rising Scrap Prices 


(Based on 17 Basic 
Moterials ) 


January 1957-100 
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This Week's Commodity Prices 


Mar. 8 Mar. 


METALS 

Pig iron, Bessemer, Pitts., gross ton 67.00 
Pig iron, basic, valley, gross ton 66.00 
Steel, billets, Pitts., net ton 80.00 
Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 

Steel, bars, del. Phila., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, cwt 

Steel scrap, #1 heavy, del. Pitts., gross ton 

Steel scrap, #1 heavy, del. Cleve., gross ton 


Steel scrap, #1 heavy, del. Chicago, gross ton 
Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Copper scrap, #2, smelters price, Ib 


Nickel, electrolytic, 
Tin, Straits, N.Y., I 
Zinc, Prime West, East St. Louis, Ib 


FUELST 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 

Heavy fuel, PS 400, Los Angeles, rack, bbl 

Lp-Gas, Propane, Okla., tank cars, gal. (net price)... . 


Soda ash, 58%, 
Sulfur, crude, b 
Sulfuric acid, 66 


Old corrugated 


BUILDING MATERIALSt 
Cement, Portland, bulk 
Cement, Portland, bulk carl 


Southern pine 
Douglas fr, 2 


TEXTILES 

Burlap, 10 oz. 40”, N.Y. 

Cotton middling, 1”, N.Y., Ib 
Printcloth, 39”, 80x80, N.Y., spot, yd 
Rayon twill, 40%”, 92x62, N.Y., yd 
Wool tops, N.Y., Ib 


HIDES AND RUBBER 
Hides, cow, li 
Rubber, #1 s 


1 Year % Yrly 
Ago Change 
67.00 
66.00 
80.00 
5.50 
6.20 
5.975 
5.675 
5.30 
36.00 
33.00 


31.00 
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Lift Index 
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Price Perspective 
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OPTIMISM—“The business barometers that really count are turning up 
now. The fact that others are still bearish is relatively unimportant.” ; 

That statement by one of the country’s leading business economists points 
up the reason why so many are hopping aboard the “recovery by mid-year” 
bandwagon. 

The barometers this expert refers to are the so-called leading indicators— 
those that are designed to lead the economy by signaling increases in spending 
and output some three to six months in advance. 

The upward turn of these barometers has more than balanced the gloom 
caused by the continuing sag in the so-called “trend coincident” indicators— 
the ones that reflect current production and selling activity. 

As one astute student of business cycles put it: “What’s happening now is 
exactly what happened in early 1958. Production and sales were then at a 
low point, but leading barometers were turning up, signaling an upturn that 
actually materialized in June of that year.” 


THE GROWING CLEAVAGE between these two types of business 
indicators shows up in practically every segment of the economy. 

Take business spending. Equipment sales so far this year have been running 
about 7% below the last quarter of 1960. But not too many more months of 
such gloomy statistics are likely, judging from the new Commerce Department 
report on plant and equipment buying intentions (a “lead” indicator). The 
report shows businessmen now plan on third and fourth quarter outlay boosts, 
following a year of almost uninterrupted decline. 

Much the same is true of consumer spending. While actual sales in some 
areas of the country remain 5% or more below a year ago, consumer buying 
surveys reveal an impending upturn. Families say they expect to spend more 
on cars and other “big-ticket” items—certainly enough to put sales above a 
year ago by late spring or early summer. 

The same mixed statistical picture is revealed in construction, February 
outlays were only $37.1-billion (seasonally adjusted annual basis)—more than 
6% below a year ago. But heavy construction awards, up some 8% above 
1960 levels, indicate a substantial recovery by the second half of the year. 


INVENTORY BALANCE—Latest trends in distributors’ inventories also 
indicate better times ahead. 

Retailers, in January, managed to reduce hard goods inventories by a 
sharp $300-million—according to a new Commerce Dept. report. That was 
the biggest drop since November, 1959, when the steel strike depleted dealer 
shelves in most durable lines. 

There are some indications that this could be the start of a new trend, for 
it marks the second straight month of decline after a year of almost uninter- 
rupted rises. 

In fact, there are signs already that February and March will show equally 
significant declines. For example, auto inventories, the key item in the whole 
picture, have been declining steadily over the past month or so. 

This could mean that February and March figures will fall below a year ago. 
That’s in sharp contrast to most of 1960 when retailers’ durable stocks were 
running well above comparable 1959 levels. 

According to some analysts, these lower retail inventories could play a 
major role in any recovery. For, if retail sales pick up later this year (as 
predicted by most consumer surveys), this inventory drop could clear the way 
for a broad-sweep ordering stepup—one that could have repercussions 
throughout industry. 
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Ryerson Mechanical ‘Messenger 
Speeds Up Deliveries of Orders 


Chicago—Joseph T. Ryerson 
is applying assembly line tech- 
niques to paperwork operations. 

The steel warehousing firm has 
installed a mechanical conveyor 
system in its office here. Prin- 
cipal benefit: Speed-up in de- 
livery times. 


Maintains Constant Rate 


With the chain-driven system, 


to make 180-degree turns within 
a radius of two feet. 

The paper carriers are at- 
tached to the chain at one-foot 
intervals, which gives the desired 
frequency at unloading stations. 
They have a release mechanism, 
which automatically drops pa- 
pers at their proper places ac- 
cording to a color code that 
identifies the carrier and its un- 


RF&P Railroad to Halt 
LTL Freight Shipments 


Richmond, Va. — The Rich- 
mond, Fredericksburg & Poto- 
mac Railroad plans to stop mak- 
ing  less-than-carload freight 
shipments out of Richmond. 

The move must be approved 
by the State Corporation Com- 
mission, which will conduct a 
hearing March 23 on a petition 
to abandon the service. 

RF&P claims that the volume 
of freight sent north over its 110- 
mile link between Northern and 


the firm is able to keep orders|loading station. The carriers MECHANIZED MESSENGER moves paperwork from desk to desk through | Southern railroads has declined 
moving through its service center|were designed by Syracuse Sup- the sales department of Ryerson’s Chicago service center, dropping off | partly due to increased truck and 


at a constant rate of 35 ft. /min. 
Hourly messenger pick-ups are 
eliminated, avoiding pile-ups at 
any one point. 

Manufactured by Chainveyor 
Corp., the Ryerson system con- 
sists of a drive, chain, track 
made of steel tubing, and paper 
carriers. It is able to carry light- 
weight material from desk to 
desk, room to room, and floor 
to floor in the company’s five- 
story building. In addition to 
traveling both horizontally and 
vertically, the conveyor is able 


Drive to Push Up Prices 
Of Brass Ingot Slows Up 
As Most Mills Stand Pat 


(Continued from page 1) 
88-10-2 alloys are back to their 
original level, and the yellow 
brass ingot prices are threatened 
by competition. Only one other 
Eastern smelter had gone along 
with the hike. 

In a separate move, brass mills 
added a 2% discount on top of 
the usual discounts given to dis- 
tributors. Indications were that 
odd-size buyers might benefit 
from the move. 


Up to the Distributors 


“It’s up to the distributors,” 
said a mill spokesman. “It’s not 
what was intended, but with 
volume and competition the way 
they are, it’s possible that pur- 
chasing agents might get some of 
that 2%.” 

The added discount does not 
extend to standard or “shelf” 
items. As one mill observed, “We 
felt margins should be increased 
for specialty products because 
of the greater risk warehouses 
take in storing them.” 

The attempt by the smelter to 
boost prices was made in the 
belief that comprehensive price 
revision has been long overdue, 
the smelter spokesman said. 
“Before we used to wait to see 
what the Chicago ‘big three’ 
would do. But they haven't 
done anything for a long time. 
Now raising scrap prices are 
really squeezing us, so we feel 
somebody has to do something. 


More Revisions Seen 


“At going price levels, it’s ob- 
vious that practically the entire 
industry’s losing money on 85- 
5-5-5 alloys and the 400 series 
yellow brass group,” he said. 
“On the other hand, some ingot 
prices are fair, and some can 
even stand reductions.” 

The company indicated that 
its higher tags would stick in 
spite of competition and that 
upward revisions also would be 
made in Nos. 305 and 315 in 
the 80-10-10 ingots. The com- 
pany said reductions seemed 
likely for Nos. 210, 215, 225, 
and 245 in the 88-10-2 ingots. 
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ply Co., Syracuse, N. Y. 


orders for steel, aluminum, other products at predesignated stations. 


LARGE ROOMS USE LIGHT MORE 
EFFICIENTLY THAN SMALL ROOMS 


The greater part walls play in a room, the 
more loss there will be before light reaches 
the ultimate working level. Also, the higher 
fixtures are, the greater will be the percent- 
age of wall surface available to absorb light. 


i 


A LITTLE SOAP AND WATER CAN 
STOP THE LOSS OF HALF YOUR LIGHT 


Dust and dirt allowed to accumulate on 
lamps and fixtures can reduce the light they 
produce by nearly 50%. The owning and 
operating cost remains constant. By knowing 
how fast light is depreciating, it is easy to 
figure amortization and power waste and 
establish a cleaning program that gives you 
maximum lighting economy. 
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FADING CAUSED BY ARTIFICIAL LIGHT 
DEPENDS ON THE INTENSITY OF LIGHT 


There is essentially no difference between 
incandescent and fluorescent light in causing 
fading of colored materials —it is the 
intensity of light that determines the effect. 
Open sunlight will fade materials much more 
rapidly than artificial light. 


MANY COST-SAVING HINTS IN THE 


CHAMPION LIGHTING MAINTENANCE MANUAL 


This manual explains the principles and 
advantages of good lighting practice in 48 
pages. Included are sections on group re- 
placement of lamps, cleaning programs and 
a guide to trouble shooting fluorescent in- 
stallations. This is the latest edition of a 
guide that has proved to be of great practical 
value to lighting men everywhere. Write for 
a free copy. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT 
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piggyback competition. 


Facts of Light! 


This Week’s 


Washington 
Perspective 


The General Services Administration announces a speedup of 
its purchasing program to help ease recession effects. The 
agency, chief purchaser for federal civilian bureaus, will con- 
tract for $93.5-million worth of goods immediately—for de- 
livery between now and the end of August. 

Thousands of items are involved in the speedup, including 
air conditioners and other equipment for government buildings 
and goods to replenish federal warehouses. GSA will make an 
effort to obtain as many of the supplies as possible from de- 
pressed areas. 

This is part of an over-all speedup in federal procurement. 
Kennedy says the policy will result in an increased annual rate 
of federal spending of about $250-million in the first quarter 
of this year and $750-million in the second quarter. 

« a * 

A federal grand jury has been impaneled in Washington to 
look for possible antitrust violations among firms selling and dis- 
tributing building materials. The Justice Dept. wants the jury 
to look into patterns of identical bidding on cement to the 
District of Columbia. Up until this year the district had received 
identical bids on cement over a two and one-half year period. 

There is no assurance, however, that the grand jury’s investi- 
gation will be confined only to purchases of building materials 
by the District of Columbia. Grand juries operate within strict 
rules of secrecy, and there are no geographic limits on evidence 
that can be presented to them. A grand jury now sitting in 
Springfield, Ill., for example, is investigating bids for rock 
salt submitted to hundreds of cities around the nation. 

Should the Justice Dept. come up with evidence of anti- 
trust violations in the building materials industry in cities other 
than Washington, it would be free to present this to the grand 
jury sitting in the capital. 

Calling of the grand jury to look into bidding practices on 
cement and building materials came with some forewarning. 
The Federal Trade Commission previously announced it was 
conducting an investigation to determine if cement companies 
are abiding by the terms of an old consent decree which pro- 
hibited them from taking part in any price-fixing agreements. 
And from TVA comes reports of identical cement bids. 

. @ * 

Supervision of federal regulatory agencies will remain in the 
hands of Congress, instead of being shifted to the White House. 
Kennedy already has backed away from the shift, proposed by 
Presidential adviser James M. Landis. 
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Counterbalances Seen Resultingin Price Stability 


(Continued from page 1) 
arise again, the Administration’s 
full powers would be used to 
bring supply and demand into 
balance. 

He intimated that price in- 
dexes themselves have “an up- 
ward bias” because they fail to 
take full account of quality 
improvement. Heller’s implica- 
tion was that such rises in the 
price index are not worrisome. 

Heller also noted that the 
President’s new advisory com- 
mittee on labor-management 
policy would enlist labor and 
management support in its drive 
for stability and also seek to find 
methods of raising productivity, 
thus making it possible to pay 
higher wages while still having 
stable policy. 

An upturn in business some- 


times in the second quarter now 
is the view of Heller and Secy. of 
Treasury Douglas Dillon. 

Both Heller and Dillon seemed 
to feel that the upturn might 
come before inventory accumula- 
tion began. Heller discounted 
any turn in inventory buying dur- 
ing the second quarter as a 
source of business expansion, 
and Dillon said that he thought 
too much emphasis is being put 
on the inventory situation as 
the factor that will quicken the 
recovery. Dillon said fairly firmly 
he expects the upturn to begin 
during the second quarter, with 
the beginning of inventory ac- 
cumulation coming in July or 
thereabouts. 

Dillon agreed that the boom 
in the stock market is a strong 
indication that investors think 


A Pw iNpdicaToR: MACHINE TOOL ORDERS 


Orders received by the nation's too! builders reflect business feeling 
about the future. A company willing 10 buy o new machine todoy usu- 
ally feels that business tomorrow will warrant the new investment. 
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1960 


DROP OF 19% in cutting tools from year-ago levels was nearly offset 
by 55% gain for smaller volume forming tool group, bringing total 
January machine tool orders to $55.15-million—2% below Jan., 1960. 


New Administration Antibias Ruling 
Requires Check of Vendor Practices 


Rep. Oren Harris (D-Ark.), chairman of the House Com- 
merce Committee, has established a permanent watchdog sub- 
committee to examine adequacy of laws and see that they are 


enforced. 


This replaces the special House Subcommittee on 


Legislative Oversight, which conducted a series of sensational 


hearings into the actions of regulatory agencies. 


Kennedy named Landis to the White House staff to suggest 
internal reforms for the agencies to correct cumbersome pro- 


cedures. 


Some—including the Interstate Commerce Commis- 


sion and Civil Aeronautics Board—have beat him to the punch 


by instituting their own reorganization plans. 
+ 


Most of the mammoth Doyle Study calling for an overhaul of 
federal transportation policy is headed for a dusty shelf. Con- 
gressional leaders have no intention of attempting wholesale 


revisions in transportation law in this session. 


But the possibility of limited changes will be explored. Sen. 
George A. Smathers (D-Fla.), chairman of the Senate surface 
transportation subcommittee, will begin hearings March 22 on 
the relative decline of common carriage. 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 

Residual fuel oil, thous bbl 

Gasoline, thous bbl 

Petroleum refineries operating rate, % 
Container board, tons 

Boxboard, tons 

Paper operating rate, % 

Lumber, thous of board ft 
Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 
*Revised 
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14,226 
365.3 


101,865 
96.5 
253,634 
1,416 
14,262 


405.6 284.5 


(Continued from page 1) 


ment provisions. For the first 
time, the government will have 
the power to initiate investiga- 
tions. Labor Secy. Arthur Gold- 
berg will be enforcement officer, 
using the Wages and Hours Divi- 
sion field staff to make investiga- 
tions. Labor Dept. regional of- 
fices will be authorized to move 
against violators. 

Under the Eisenhower Admin- 
istration, complaints had to come 
from individuals who had been 
refused jobs before an investiga- 
tion could get underway. 

The executive order also says 
the committee may: 

@Recommend suits by the 
Justice Dept. to enforce the non- 
discrimination clauses in govern- 
ment contracts. 

@Terminate the government 
contract on its own authority or 
through government contracting 
agencies. 

® Bring noncomplying unions 
into public hearings, suggest 
remedial action to the President, 
or supply the names of such 
unions to state and local agencies. 
This presumably would bring 
action from states with their own 
antidiscrimination laws. 


It is anticipated that Goldberg 
will act quickly as enforcement 
officer, but in his initial moves, 
at least, he is expected to try 
mediation with both contractors 
and craft unions. 

During the Eisenhower period, 
no government contracts were 
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cancelled although the Presi- 
dent’s committee did succeed in 
having the first Negro electrician 
hired on a government construc- 
tion project in Washington, D. C. 


the bottom of the recession is 
going to be reached soon. 

A clash developed over the 
possible threat of inflation that 
might be fueled by a government 
program large enough to cure 
unemployment—which hit a new 
high in February of 6.8% of the 
labor force. Heller presented a 
strong case that our real unem- 
ployment problem comes from 
the generally soggy condition of 
business and that measures 
taken to stimulate business and 
thus cure unemployment carry 
very little threat of inflation. 

Federal Reserve Board Chief 
Martin disagreed. His view is 
that the hard and growing core 
of the unemployed are the result 
of “structural unemployment” 
those who wouldn't be hired 
again in an upturn because of 
age, geography, sex, lack of skill, 
or lack of the right skills. 

New Inflation Danger 

Said Martin: Government pro- 
grams big enough to cause a 
boom big enough to put these 
people back to work would 
create the threat of a new round 
of inflation pressure. 

Committee members want to 
hear more about this, and Martin 
promised to submit a statement 
on the detailed analysis Heller 
submitted to show that so-called 
hard core unemployment has not 
risen as a percentage of the total 
unemployed. 

Chairman Heller refused to be 
pinned down on the amount of 
federal spending in Kennedy’s 
anti-recession He 
wound up promising to testify 
again when the Kennedy budget 
message and defense spending 
proposals are submitted to Con- 
gress later this month. 

Dillon argued against the idea 
advanced earlier by Walter 
Reuther of the Auto Workers of 
some kind of tariff penalty on 
foreign imports tied to wage 
scales paid abroad. Dillon said 
this would work across the board 
against all imports, since wages 
in practically every country are 
below ours. 


programs. 


IRS Liberalizes LIFO Regulations 


Washington—A liberalization 
of LIFO inventory regulations 
proposed last December by the 
Internal Revenue Service has 
been put into effect. Purpose of 
the change is to allow manufac- 
turers to lump inventories of both 
raw materials and finished goods 
into a single “pool” for tax pur- 
poses under the so-called dollar- 
value LIFO method (last in first 
out). 

Heretofore, manufacturers us- 
ing LIFO have had to keep books 
on several pools. The LIFO 
method, during times of price in- 
creases, shows higher production 
costs and thus helps to reduce 
taxable profits. However, this 
factor is operative only when 
year-end inventories exceed the 
year-ago figure. If an inventory 
pool declines from one year to 
the next, then a profit must be 
reported on inventory that’s not 
replaced. 

By permitting manufacturers 
to create one big pool from sev- 
eral smaller ones, the taxpayer’s 
inventory figure usually tends to 
show less of a decline, since de- 
creases in one kind of inventory 
are apt to offset other increases. 


The regulation spells out in 
detail the requirements for estab- 
lishing pools. It illustrates the 
computation of inventory values 
under the methods permitted in 
the regulation, and shows how to 
switch from one method to an- 
other. 

The final regulations author- 
ized the so-called link-chain 
method of computing inventories 
under certain conditions; this 
method was not permitted under 
the proposed regulations by the 
Internal Revenue Bureau. 

In addition, the final regula- 
tions permitted the use of private 
inventory indexes to prove the 
value change of inventory fluctu- 
ations under the dollar-value life, 
always, of course, after obtaining 
approval of the Internal Revenue 
agents. 

Pressure for a change in LIFO 
regulations developed particu- 
larly among steel warehouse 
operators during the 1959 steel 
strike when they complained that 
as their inventories diminished, 
they were faced with the prospect 
of unusually high tax costs on 
sales out of inventory that was 
not replenishable. 
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An example of Avisco Rayons in Industry 


INDUSTRIAL APPLICATION 


CREAMS AND LOTIONS 


AUTOMOTIVE APPLICATIONS 


Sige sg 
an 


CIGARETTES 


BEER AND WINE 


LAVA, 
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PETROLEUM PRODUCTS FOODS AND DRINKS 


What do you want to filter better ? 


Many people who make or use filters are discovering [ QUICK REPLY COUPON. 716 | 
that they can do a better job of filtering for less l 
money with filters of Avisco® rayon. The diameter | I 
of man-made Avisco rayon fibers is so closely main- | | 
tained that filter micron ratings can be held to meet | Please contact me about Avisco Rayons for use in the | 
most filtration specifications. So, whether you’re | following application: : 
interested in the filtering of liquid foods, oils, air, | Name i 
| I 
| I 
| 
4 


Industrial Merchandising Division 
American Viscose Corporation 
350 Fifth Avenue, New York 1, N.Y. 


lacquers, paints, smoke, water, liquors or lotions— 
whether you are manufacturing filters by the wet or 
dry system—look into Avisco rayon fibers. Fill out 
and mail in the Quick Reply Coupon. 


Company 


Address 


City Zone State 
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AVISCO = RAYON 


AMERICAN VISCOSE CORPORATION, 350 Fifth Avenue, New York 1, N.Y, 
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Federal Power Commission Moves! 


To Freeze Natural Gas Price Level 


Washington — The Federal 
Power Commission is showing a 
determination to freeze natural 
gas prices at their current level, 
at least for the present. 

The latest indication came in a 
long-studied action. The com- 
mission banned all “indefinite” 
pricing clauses from contracts be- 
tween producers and purchasers 
filed after April 3. 

These provisions, in general, 
allow producers to file for price 


customers either pay more to 
other producers for gas, or ge 
price increases themselves. 

The commission, which con- 
sidered barring “indefinite” pric- 
ing features as early as 1956, 
termed them “mechanical and 
arbitrary” in its ruling last week. 

The commission has shifted 
from regulating producers on the 
basis of each individual com- 
pany, and is now trying to work 
out a scheme for setting gas 


increases when their pipeline 


prices for each producing region. 


Washington — The Federal 
Maritime Board has ruled that 
truckers and freight forwarders 
who arrange and assume liability 
for shipments overseas qualify as 
common water carriers. This 
means they may gain immunity 
from antitrust prosecution when 
entering into rate agreements with 
other carriers, if such agreements 
are approved by the board. 

In a related development, the 
Civil Aeronautics Board tenta- 
tively rejected the applications of 
12 for-hire truckers, all house- 


hold goods carriers, for authority 
to operate as air freight for- 
warders. 

The FMB decision grew out of 
an investigation into an agree- 
ment between 30 motor carriers, 
also household goods movers, to 
charge uniform rates on overseas 
shipments. 


The Ruling 


The board ruled that non- 
vessel Operators may be con- 
sidered as common water carriers: 

@lf they, by solicitation and 
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Former ratings for 1 inch pitch roller chain permitted sprocket speeds up to 
1160 RPM, whereas the new ratings include speeds up to 2800 RPM. Similarly, 
rated horsepower capacities formerly did not exceed 49 HP, whereas the new 
ratings exceed 150 HP. New, higher ratings mean that DIAMOND roller chains are 
capable of more work, will last longer (thus, cost less to operate) than heretofore 
considered practical. You now have more opportunities to specify high-efficiency 


MOND 


DIAMOND Roller Chain drives . . . both in new equipment designs and in modifica- 


tions of existing equipment. Write today for new D1AMoNnpD Catalog No. 760. 
It contains all the new ratings as established by the Association of Roller and 
Silent Chain Manufacturers, of which D1aMonp is a charter member. 


Just off the press. DIAMOND Stock 


Roller Chain, Sprocket, and Coup- 


ling Catalog No. 760 give 
new horsepower ratings. 


760 also contains full data on four 
important new DIAMOND Roller 
Chain Products: Micropitch, Dura- 


Weld and Tuf-Fiex chains 
Cap flexible couplings. 


s all the 
Catalog 


Offices and 
Distributors in all 
Principal Cities 


and Hi- 
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DIAMOND CHAIN COMPANY, INC. 
A Subsidiary of American Steel Foundries 


DEPT. 627 - 402 KENTUCKY AVE. 
INDIANAPOLIS 7, INDIANA 
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FMB Rules Truckers Can Be Amphibious 


establishment of tariffs, offer to 
provide water transportation. 


@ If they assume responsibility 
or have liability imposed by law 
upon them for the safety of ship- 
ments. 


@if they arrange in their own 
name with water carriers for the 
performance of the ocean por- 
tion of the trip. 

The effect of the ruling is to 
allow truckers and freight for- 
warders to enter into rate agree- 
ments under the 1916 Shipping 
Act, as ship operators are now 
authorized to do, without being 
subject to antitrust prosecution. 

The decision clears the way for 
the board now to pass on the 
legality of rate agreements sub- 
mitted to it by non-vessel opera- 
tors. 

In the air freight case, the 
CAB expressed doubt that the ap- 
plicants should be allowed to op- 
erate in a dual capacity—as 
common carrier truckers and as 
indirect air carriers. 

It said they all possess exten- 
sive geographical operating au- 
thority as truckers from the In- 
terstate Commerce Commission 
and that it is reasonable to as- 
sume trucking—not air freight 
forwarding—would continue to 
be their primary business con- 
cern. 

To grant their request, the 
board said, would be to put the 
truckers “in an ambivalent posi- 
tion pregnant with conflicts of in- 
terest.” It said they would be 
tempted by profit considerations 
to route shipments by surface 
rather than air and that it is 
doubtful they would make a 
significant contribution to the de- 
velopment of air freight. 


Galvanizers Association 
To Give $10,000 For 


New Ideas in Galvanizing 


Washington — The American 
Hot Dip Galvanizers Assn. is 
searching for new ideas and has 
$10,000 to help light the way. 

With the support of the Amer- 
ican Zinc Institute, the associa- 
tion is offering 10 awards of 
$1,000 each for ideas for de- 
veloping new markets or applica- 
tions for hot dip galvanizing. 

The award program is not a 
contest but a search for new 
ideas, say the two groups. Entries 
will be judged on their own 
merits rather than against each 
other. If an entry has practical 
value to the industry, the award 
will be made promptly. The idea 
then will be made available free 
of charge or royalty to anyone 
who can use it. 

The awards will be made for 
ideas in three categories: 


@ Applications of hot dip gal- 
vanizing to new or unusual fields. 


® Improvements in hot dip gal- 
vanizing techniques in_ fields 
where the process already is 
being used. 


@New methods of after-treat- 
ment of hot dip galvanized 
products. 


Entries should be submitted 
prior to May 1, 1962, to the 
American Hot Dip Galvanizers 
Assn., 5225 Manning Place, 
N.W., Washington 16, D. C. 


March 13, 1961 


Seiberlings Nytex Entry Promises 
Three-Way Battle for Tire Market 


Akron — Seiberling Rubber 
Co.’s new Nytex tire, a combina- 
tion of nylon and rayon, is hit- 
ting the market just at the time 
that industry is concentrating on 
developing two-ply rayon origi- 
nal equipment tires for 1962 
models. 

The new entry suggests a pos- 
sible three cornered battle for 
the tire market—between the 
four-ply Seiberling tire, the up- 
coming two-ply rayon tire, and 
the conventional casings built 
with four plies of either fabric. 
The outcome of the battle ap- 
pears right now to be pretty 
much up in the air. 

Although the Nytex tire lists 
for 5% above standard first line 
rayon tires on new cars, Seiber- 
ling boasts that the advantages 
of its product are enough to off- 
set the price factor. It points out 
that Nytex two inner plies of 
nylon and two outer plies of 
rayon give it the strength of the 
former and the riding comfort 
of the latter. 

When a tire is broken under 
high impact, it is the innermost 
plies which take the strain and 
break first. That is why nylon 
was used in the first two plies, 
Seiberling points out. In the out- 
side plies where resistance to 
separating is more important, 
and where cords rupture only if 
the inner plies break, rayon 
serves as the reinforcement. 

While gaining nylon’s strength 
for the innerplies, the company 
finds no difficulty with flat-spot- 
ting, the problem that develops 
when the all-nylon product 
stands in one position for a time. 


Federal Reserve Board 
Reports January Decline 
Of Outstanding Credit 


New York—Consumer instal- 
ment credit outstanding—the 
growth of which often alarms 
economists during boom periods 
—fell in January for the first 
time since September, 1958. 

The over-all decline totaled 
$103-million. It was generated 
chiefly by a $148-million cut- 
back in automobile instalment 
credit. This reflected the January 
slump in new and used car sales 
which, according to the Federal 
Reserve Board, “about equaled 
the 1958 averages.” 

Partially offsetting the decline 
in outstanding automobile credit, 
the FRB reported, was a $31- 
million gain in instalment-plan 
credit for appliances, furniture, 
and other merchandise, and a 
$33-million increase in personal 
instalment loans. 


Pitman Expands Facilities 


St. Louis—Pitman Manufac- 
turing Co., Grandview, Mo., will 
expand facilities for producing 
utility and construction equip- 
ment with capital obtained from 
the sale of 49% of its stock to 
A. B. Chance Co., Centralia, Mo. 

Chance, which manufactures 
power and communication line 
equipment, purchased the stock 
for slightly over $1-million. The 
two companies will continue to 
operate independently, but will 
coordinate their activities in de- 
veloping hydraulic equipment 
and other specialized tools. 
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Like the all-rayon casing, Nytex 
has virtually no flat-spotting. 

Seiberling is seeking a patent 
on the development although one 
foreign firm is known to have 
made such a tire and several 
U.S. concerns have admitted 
working on the idea, but this is 
the first to be offered for sale. 

Seiberling has already begun 
distributing the new tires to its 
dealers. They will be available 
in all sizes, with 13, 14, and 
15-in. dia. 


Kennedy Names Task Force to Set Air Goals | 


Washington — President Ken- 
nedy appointed a three-man task 
force last week to draw up na- 
tional aviation goals for the next 
ten years. 

This group will project future 
needs for both passenger and 
cargo service and for new equip- 
ment such as supersonic pas- 
senger planes, vertical takeoff- 
and-landing aircraft, so-called 
“air cushion” vehicles and new 
increased-capacity cargo planes. 

The study, to be called “Proj- 
ect Horizon,” will be headed by 
Fred M. Glass, executive vice 


president of the Empire State 
Building Corp., New York City. 
A specialist in aviation matters, 
Glass has been president of Air 
Cargo, Inc., a vice president of 
Capital Airlines, as well as a 
CAB attorney. 

Creation of the task force is 
one of a series of moves in recent 
weeks aimed at expanding the 
scope of air transportation. In 
three separate actions, the CAB 
proposed: 

@A major reorganization of 
the CAB itself, highlighted by a 
special planning office to assist 


the Board in developing policy. 
@Giving air carriers a free 
hand in setting air cargo rates, 
a proposal that met with mixed 
reception from the carriers them- 
selves (PW, Feb. 6, 61, p. 1). 
@Realigning routes and re- 
ducing the number of airlines. 
As a step in this direction, CAB 
Chairman Allen S. Boyd said 
that mergers will be encouraged, 
but emphasized that they will 
have to mesh with CAB plan- 
ning. “The Board is not going 
to merely rubber-stamp industry 
proposals,” he declared. 
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Groove around socket identifies UNBRAKO KS 812 stainless socket cap screw, a new high-performance 
standard fastener certified for 125,000 psi minimum tensile strength. SPS Bulletin 2734 gives complete data. 


UNBRAKO KS 812: the first certified 


high-tensile stainless socket screw 


Next time engineering or production calls for stainless 
socket screws with extra high tensile strength, you can 
forget about specials. New UNBRAKO KS 812 stainless 
steel socket head cap screws give you 125,000 psi mini- 
mum tensile, certified by an affidavit accompanying every 
shipment. No other standard stainless cap screw is even 
offered at this strength level, let alone certified. 


The KS 812 is the latest 


in SPS’ new UNBRAKO K Series 


a line of high-performance standard fasteners em- 
bodying the most wanted features in specials. Available 
in quantity off the shelf, these high-strength standards 
not only solve design problems, but, more important to 
you, eliminate the headaches associated with specials— 
extra cost, extra paperwork, delivery delays. 
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Precision forged from high-grade austenitic stainless, 
UNBRAKO KS 812 socket head cap screws are available 
in sizes #8 through % in., coarse or fine thread. They are 
serviceable from — 300° to 800°F, are highly corrosion 
resistant, and offer exceptionally low magnetic perme- 
ability (under 1.2). Ask your UNBRAKO distributor for 
more information or write Standard Pressed Steel Co. 
for new Bulletin 2734, INDUSTRIAL FASTENER Division, 
SPS, JENKINTOWN 48, PENNSYLVANIA. 


where reliability replaces probability 


P&E Outlays Are Declining... 


Source: U.S. Dept. of Commerce 
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Modest Rise Anticipated in Capital 


Washington—The Commerce 
Dept.’s new forecast of a modest 
plant and equipment buying 
pickup in the second half of 1961 
comes at a time when Adminis- 
tration officials are wrestling with 
the over-all problem of spurring 
capital outlays. The big question 
is whether to supply the stimula- 
tion by tax incentives, deprecia- 
tion reform, or a combination of 
both. 

As of now, Administration 
thinking seems to favor the tax 
incentive approach rather than 


depreciation reform which would 
liberalize the amortization allow- 
ances permitted industry under 
current law. 

‘Surrey Plan’ 

The main tax 
posal — the so-called “Surrey 
Plan”—would give companies a 
tax credit of 10% to 20% on the 
amount by which their capital 
spending exceeds their deprecia- 
tion allowances during the tax 
year. 


incentive pro- 


The plan has been widely dis- 


O-B Valves 


withstand continuous= 


»».in high-temp. steam lines 

Frequent operation and constant throttling of steam up to 
550° F. present none of the usual hazards of wear when O-B 
valves like No. 1401 (pictured) are used. Renewable stain- 
less steel plugs and seats are also ideal for accurate control of 
air, water and oil. They withstand excessive service demands. 


e+ AN dry cleaning equipment 
Fast, positive action for users of dry cleaning, pressing and 
laundering equipment is assured by this quick-opening lever 
type globe valve. Soft composition disc provides leak-tight 
shutoff . . . hard disc is also available. Discs can be replaced 
without removing valve. Sizes from %” to 1”. 


stop-and-go”’ 


...in air-handling applications 

Plants requiring continual on-and-off operation in air han- 
dling applications will do well to consider O-B globe valves 
with soft disc designed for tight shutoff and long service life. 
Excellent also for water, oil, gas and gasoline applications. 


Easily repa¢ked under pressure. 


...1n domestic water systems 

Strong solder joints that resist high temperature, vibration 
and corrosion are easily obtained with No. 2800 (above) and 
other O-B gate valves designed for copper-to-copper appli- 
cations. Use also in steam, air, oil and gas lines. They can 
be repacked under pressure with disc in full open position. 


You'll find it pays in unexpected ways to ask for “O-B” bronze 


valves. Good functional design, high-strength components, and 


features not found in all standard and low-pressure valves are 


common to the entire O-B line. Write for latest catalog 


information. 


OHIO BRASS COMPANY « Mansfield, Ohio 
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10065-VU 


Ask your distributor for the valve 


in the orange-and-black box 


cussed, but as one depreciation 
expert put it, “rarely analyzed.” 

Objections to providing tax in- 
centives to encourage capital out- 
lays come from organized labor 
which feels it is unwarranted and 
an example of “special privilege” 
for business, and from some busi- 
nessmen, who feel it obscures the 
need for liberalizing current de- 
preciation provisions. 

“It may be helpful as tem- 
porary stimulus to plant and 
equipment spending,” Maurice E. 
Peloubet, senior partner of Pog- 
son, Peloubet and Company, told 
PURCHASING WEEK, “but it is no 
substitute for real depreciation 
reform.” 


Advantages 
Most business analysts see the 
following advantages to the 
“Surrey Plan”: 


@No price influence: Since it 
doesn’t enter into depreciation 
allowances, it doesn’t figure as an 
element in the cost structure of a 
product, and, therefore, it has no 
direct upward effect on pricing 
of goods. 


@A useful government tool: 
This type of tax credit plan, it is 
agreed, can be turned off and on 
as the Administration sees fit, and 
thus can serve as a useful tool in 
the over-all management of the 
economy. 


® Powerful inducement to in- 
crease plant and equipment 
spending in some cases. The plan 
makes it especially attractive for 
companies that are spending near 
their yearly depreciation allow- 
ances to step up their spending 
on plant and equipment. Because 
of the tax credit involved, addi- 
tional capital goods will cost 
much less on net balance. 


Drawbacks 


But these same economists see 
a number of serious drawbacks to 
the plan: 


@lt may intensify boom and 
bust cycles. If the tax incentive 
really works, some analysts con- 
tend, then it could lead to a 
bunching up of capital invest- 
ment during the period it is in 
force and a drop in _ business 
spending after the plan runs out. 
Thus the economy would suffer 
from a cyclical spending pattern, 
artificially inspired. 


® It doesn’t stimulate plant and 
equipment spending where out- 
lays are currently low. Some 
economists feel the plan offers 
little help in those areas where in- 
centive is most needed—those 
firms which plan to spend con- 
siderably less than their deprecia- 
tion allowances. Since they would 
have to increase their outlays 
considerably to be eligible for the 
tax benefits, such firms tend to be 
unaffected by the plan’s incentive 
provisions. 

This would include many com- 
panies in important industries— 
steel, for example, where 1961 
plant and equipment outlays are 
scheduled to drop 25% from 
1960 levels; and railroads, where 
the decline is 42% from the 
previous year’s totals. 


@lt favors well-heeled com- 
panies who have the funds—or 


have access to funds—in excess 
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Spending; Further Stimulus Sought 


of their depreciation reserves. 
These can spend now to get the 
tax benefit later. This aspect also 
tends to favor large firms as op- 
posed to small ones. 


Favors Non Spenders 


It also favors companies who 
have not been spending in recent 
years against those who have. 
Companies who have embarked 
on recent expansion and modern- 
ization programs are most likely 
to have high depreciation allow- 
ances, and thus need to lay out 
more capital investment before 
becoming eligible for the plan’s 
tax benefits. 

And, finally, it favors firms in 
growth industries that would be 
expanding with or without tax in- 
centives. The electronics and 
missiles industries are pointed to 
as examples where conditions 
favor rapid growth, and the tax 
incentive becomes a discrimina- 
tory subsidy. 

Major Objection 

The major over-all objection 
that many economists have to- 
ward a tax incentive plan is that 
it doesn’t hit at a major eco- 
nomic problem—the replacement 
of $100-billion worth of obsolete 
industry equipment. 

“The Surrey Plan won't help 
company programs that aim to 
modernize their obsolete facilities 
over a period of years,” says one 
prominent economist, “while real 
depreciation reform would.” 

According to a recent Business 
Week survey, most businessmen 
would prefer liberalization of 
depreciation allowances to tax in- 
centives, and a number of bills 


P & E Spending 


The decline in business in- 
vestment in new plant and 
equipment, which began in the 
third quarter of 1960, should 
bottom out by mid-year, ac- 
cording to a new Commerce 
Dept. survey. But the second 
half upturn won’t be strong 
enough to keep over-all 1961 
outlays from falling to $34.57- 
billion—some 3% below last 
year. 

Manufacturing _industri¢s 
expect to spend $14.11-billion 
on new plants and equipment 
this year, a 3% decline from 
1960. This includes an an- 
ticipated drop of 7% in dur- 
able goods industries and a rise 
of 20% among the nondur- 
ables. 

Iron and steel companies 
account for a large part of the 
projected decline in the dur- 
able category, with outlays by 
this industry expected to drop 
by as much as 25%. Motor 
vehicle companies are ex- 
pected to increase their out- 
lays by about 15%. 

In nondurable goods indus- 
tries, the expected rise for 
1961 is attributable to the pe- 
troleum, chemical, and food 
industries. Anticipating invest- 
ment declines this year are 
textiles and paper. 

The only other major group 
scheduling higher outlays for 
this year are the public utili- 
ties. They plan to spend $6.2- 
billion on new plagts and 
equipment this year, 10% 
over 1960 and equal to the 
record expenditures of 1957. 


to accomplish this are being pre- 
pared by various members of 
Congress. 


Generate More Funds 


The big advantage of increas- 
ing depreciation allowances _ is 
that it will generate more funds 
within companies that can be 
used for plant and equipment 
spending. Internal company 
funds, a prime source for capital 
outlays, have been declining since 
mid-1959 (see chart, right), be- 
cause of the profit squeeze. 


But one disadvantage to liber- 
alizing depreciation allowances 
that should be considered is the 
inflationary consequences of such 
a move. Depreciation is a cost. 
In other words, it is included in 
the price of a product to pay for 
the wearing down of plant and 
machinery. 

Thus, if depreciation allow- 
ances are expanded, it auto- 
matically puts an increased ac- 
counting cost on the books—to 
be included in the over-all price 
of goods. 


i a St 
index: 1958 = 100 
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And So Are Company Funds For 


Depreciation plus retained profits 


Them 
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BOSTRON V-BELTS 
WITH NEOPRENE 


Excessive heat build-up caused by constant flexing — even in environmental temperatures — 
is the major cause of V-belt deterioration. BOSTRON with Neoprene remedies this problem. 


Neoprene withstands heat up to 165°F. (ordinary belts deteriorate at as low as 115°F.), 
and gives greater resistance to oils, ozone, chemicals, abrasion. This means a high safety 
margin, long life. 


Neoprene with Fiber-Dispersed Stock in BOSTRON’sS compression member provides: (1) high 
cross-wise rigidity, (2) exceptional length-wise flexibility, and (3) extra tensile member 
support. Fibers are closely packed, in straight lines, and virtually frictionless. 


BosTRON’s Tensile Member, by actual test, gives greater stability, 40% more strength, and 
is inherently stretch resistant. Moisture gain is only 1/20th that of conventional reinforcing 
fiber. A special heat and tensioning process for the cords further minimizes stretch. BostRON 


withstands more shock loading, needs less maintenance, and shows minimum growth even 
after months of operation. 


Inside and out, your best buy is BostRon V-BELTS with NEOPRENE 


BOSTON 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 


Qn 


BOSTON 3. MASSACHUSETTS 


PACKING 


INDUSTRIAL HOSE BELTING V-BELTS MATTING 
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| P/W MANAGEMENT MEMOS 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Profits and Obsolescence 


It’s almost an axiom among most modern businessmen that 
the way to stay ahead of competition is by grinding out a 
steady flow of new products. But economists and other busi- 
ness thinkers are beginning to have second thoughts about 
the validity of this proposition. 


They contend, for one thing, that the payoff no 
longer is as big as it used to be and therefore that 
a company which stakes too much of its venture 
capital on marketing new inventions may wind 
up even worse off than the producer who’s re- 
luctant to chance anything on a new idea. 


Melvin E. Salveson, writing in the Journal of Industrial 
Engineering, sums up what has happened: The new product 
“explosion” has shortened the average life span of new inven- 
tions. And as the rate of obsolescence has accelerated, the 
return on new product investments has shrunk in almost in- 
verse proportion. To illustrate his point that the obsolescence 
factor is increasing at a near-exponential rate, Salveson makes 
these comparisons: 


“Nelson’s tiny flagship was 40 years old and 
still a first-rate ship-of-the-line at Trafalgar. The 
B-17 took (about) four years to develop and was 

operational seven. The B-29 took about six years 
to develop and was operational four. The B-36 
was ten years in development and operational only 
three. The Navaho was in development six years; 
it was abandoned before completion because of 
obsolescence. Regulus I and Regulus II had simi- 
lar short lives.” 


How can the flow of ideas be controlled so that it is neither 
too little nor too great to maintain corporate health? Salve- 
son’s answer: by long range planning. This means, among 
other things, that the “rate of commercialization of inventions” 
must be timed so as to strike a proper balance between invest- 
ment in new products and other essential company programs, 


such as R&D, capital equipment, advertising, market research, 
etc. 


All of these factors, according to Salveson, can 
be ex in functional equations, which can 
be solved by “calculus of variations, i.e., dynamic 
programing.” Salveson suggests that the problem 
can be simplified considerably by establishing 
minimum and maximum development rates and 
tolerance limits. 


In Salveson’s words, “An upper bound(s) may be used to 
help delimit the number and variety of programs which can 


be undertaken with available resources. The lower bound(s) 
determines minimum innovation necessary to maintain given 
levels of competitiveness.” 


Always a Bridesmaid 


Don’t make the mistake of training a man for a 
management job and then putting him back on the 
shelf as part of your inventory of skilled personnel, 
warns John Collins, New York management con- 
sultant. It won’t be long before such a man starts 
looking around and finds a berth with another 
company that is eager to use his new-found talents 
—and at a higher salary. 


Collins, writing in Office Management and American Busi- 
ness Magazine, points out that many companies with a high 
turnover among middle managers “have learned to their 
sorrow that they provided the opportunity to learn but that 
their competitors provided the opportunity to apply the skill.” 


The fact is, says Collins, that most students feel 
that the company has an implied obligation to pro- 
vide them into jobs where they can use their newly 
acquired skills—and unless they can see a promo- 
tion on the horizon, they’re bound to become dis- 
satisfied and frustrated. 


The solution: Choose men for training not only on the 
basis of their qualifications, but also on the opportunities that 
are available within the company when the candidate has 
graduated. 


Synopsis 


That’s the title of a daily news letter put out by the Dept. 
of Commerce for firms that want to keep posted on what gov- 
ernment agencies are buying and selling. 


Synopsis lists ali the current information from 
civilian and military procurement offices under 
three headings—proposed procurements, contract 
awards, and sales of surplus properties. It also in- 
cludes special listings of proposed procurements to 
be awarded to small business firms and subcontract 
opportunities available from prime contractors. 


Synopsis comes out 252 times a year, daily from Monday 
to Friday. For annual subscriptions ($10, regular mail; $28, 
air mail) write: U. S. Dept. of Commerce, Administrative 
Service Office, Rm. 1300, New Post Office Bldg. 433 West 
Van Buren St., Chicago 7, IIl. 


WHAT VALUE ANALYSIS CAN DO FOR YOU 


BEFORE ANALYSIS: Thermal relief 
valve was specially made because 
standard sizes would not meet length 
requirement set up by engineering 


department. 


AFTER ANALYSIS: Analysis revealed 
that the specified length was not 
critical and could be varied. An off- 
the-shelf design was substituted. 


TECHNIQUE: 


See if a standard part will work. 


SAVINGS: 
Part cost cut 76% 


Source: Boeing Aircraft Co., Seattle, Wash. 
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PURCHASING WEEK ASKS 


What action do you take when a vendor gives a firm 
promise on critical material and fails to meet it? 


Question asked by: Alexander S. Glover, Purchasing Unit 


Transformer Div., General Electric 
Co., Rome, Georgia 


J. D. Gannett, director of purchases, Draper 
Corp. (textile machinery), Hopedale, Mass.: 

“A well-negotiated purchasing system provides 
for a follow-up on deliveries of critical material, 
and failure to meet a delivery promise should 
come to light ahead of time. This is an ideal, 
however, and does not always come to pass. If 
a vendor consistently falls down on his promises 
I would be forced to conclude: (1) he was receiv- 
ing insufficient lead time; (2) specifications were 
too rigid; (3) vendor was unreliable. I) would 
review the situation to see where relief might be 
forthcoming, and in all probability would seek 
another vendor.” 


R. G. Runkel, purchasing agent, United States 
Gypsum Co., Chicago: 

“To reduce the possibility of loss due to a 
vendor’s failure to deliver critical goods as 
promised, we follow a program of aggressive ex- 
pediting. Consequently, such failures seldom 
come as a suprise. Accurate delivery promises are 
considered an important part of a vendor’s quota- 
tion. A history indicating a lack of reliability 
would most certainly cause us to look with dis- 
favor on any supplier when considering future 
commitments.” 


M. J. Karpan, director of purchases, Waterloo 
Valve Spring Compressor Co. (metal boxes & 
chests),Waterloo, Iowa: 

“Critical material rates first priority in ex- 
pediting efforts. We certainly would have been 
in constant touch with the supplier before the 
promised delivery date; therefore, the vendor’s 
inability to meet delivery would have come as 
no surprise. Such a follow-up policy enables one 
to make alternate arrangements with another 
source of supply. Naturally, if a supplier fails to 
come through as promised without good reason, 
we would cross him off our list.” 


Max Peerce, vice president and director of pur- 
chasing, Technical Tape Corp. (pressure sen- 
sitive tapes, etc.), New Rochelle, N. Y.: 

“Such a situation emphasizes the need for 
more than one buying source. Fortunately, we 
always have more than one vendor to supply our 
different purchasing needs. In this case I would 
try to reach someone in the higher echelon of the 
vendor’s operation and get him to expedite ma- 
terial for us. Unless the vendor had a really good 
excuse, we would eliminate him from our sup- 
pliers’ list because he had let us down.” 


Davis Philipson, director of purchasing, Aerosol 
Techniques, Inc. (contract fillers of aerosol pro- 
ducts), Bridgeport, Conn.: 

“By employing an early follow-up and constant 
contact with suppliers, we are rarely in a posi- 
tion where a delay of incoming materials comes 
as a surprise. This system usually permits a 
change in production schedules early enough to 
avoid a catastrophe. By educating our suppliers 
to the importance of realistic delivery promises, 
we usually are able to keep our promises to our 
valued customers since we, too, are a service 
operation.” 


PURCHASING WEEK Asks 


Suggest a Question to: 330 West 42nd St. 


March 13, 1961 


York 36, N. Y. 


| — Follow-Up: Letters and Comments 


EOV 


Louisville, Ky. 

We read with much interest your 
articles in recent issues covering Eco- 
nomic Order Value (PW, Jan. 16, ’61, 
“How You Can Order Scientifically,” 
Part I, p. 17; Jan. 23, Part II, p. 22). 

It is very similar to a formula we have 
been using since July, 1954, covering 
our purchases of machine parts. Our 
formula has been of considerable assist- 
ance in saving time, money and space, 
and it is most gratifying to see the ex- 
tended use of purchases by formula in 
other industries. 

M. B. Pritchett 
Purchasing Director 
Brown & Williamson Tobacco Corp. 


Buy American 
Steelton, Pa. 


In your Feb. 27 letters’ column (p. 32) 
there is a note from E. J. Emery, director 


of purchases, Miles Laboratories, re- 
questing information on walkie-talkies 
made by Iwata Electric Co., Tokyo. 

Mr. Emery doesn’t have to go to Japan 
for this type of equipment. It is made 
right here in the good old U.S.A. 

Globe Electronics, a division of Tex- 
tron Electronics, Inc., Council Bluffs, 
lowa, makes a_ pocket-size, two-way 
transistor radio with rechargeable battery 
that lasts a year or more. Price is $125. 

I assume Mr. Emery realizes that the 
Japanese are probably not using Miles 
pills. 

J. F. Constable 
General Storekeeper 
Bethlehem Steel Co. 


To Our Readers 


This is your column. Write on any 
subject you think will interest purchasing 
executives. 

Send your letters to: “Follow-up,” 
Purchasing Week, 330 West 42nd St., 
New York 36, N.Y. 


AT | AT McLEAN-HAYES YOUR LTL FREIGHT IS... | AT McLEAN-HAYES YOUR LTL FREIGHT IS... YOUR LTL FREIGHT IS... 


WANTED 


Since McLean-Hayes really wants your less-than-truckload 
freight, it receives personalized attention—all along the line 
—from transportation specialists with more than 25 years 
experience. Here are four of many good reasons to specify 


McLean-Hayes— 


Broad LTL Market Coverage 


Proven LTL Experience 


Ls 
2. Complete LTL Facilities 
3. 
4. 


Personalized LTL Attention 


For personalized attention to your LTL . 


. or truckloads... 


call your nearby McLean or Hayes terminal today. We think 
you’ll like the treatment you and your freight receive! 
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P/W BUREAU CHIEF DONALD MACDONALD 


Focusing a Purchasing Spotlight 
On the Auto Capital 


I: the outpouring of lament over the 1-million car inven- 
tory now being carried by dealers, no pundit has noted 
that U.S. automakers now produce nearly 250 substantially dif- 
ferent car models. 


Car dealers are facing the same problem as tobaccoists. 
Before the war, the corner store stocked Camels, Luckies, 
Chesterfields, and Philip Morris. If it were ritzy corner, it 
also had Benson-Hedges and Fatimas. Across town, 20 Grand 
and Piedmonts were added starters. 

Now the cigarette counter must stock the same old brands 
plus a multiplicity of filter variations, regular and king-size, 
mentholated and plain. There also are degrees of filtration, and 
some brands are even available with a choice of colored tips. 

You can say the same for toothpaste. At the drugstore you 
now can buy it in candy or even alcoholic flavors, striped or 
plain, in aerosol cans, tubes or powder. Howard Johnson’s 
may have started it all with its 28 stocked flavors of ice cream. 

e » * 

The car market today is in every sense a supermarket. And 
despite the wailings of dealers over their car and parts inventory 
stocking problems, the purchase choice offered consumers soon 
will become even more varied. Each company is making every 


66 The pencil 


point is always 
the same at 


Alan Wood 99 


“Doing business with Alan Wood, 
we never have to worry about 
variations in pricing policy. Whether 
steel is short or plentiful, the 

pencil point is always the same.” 


That’s the way one 

Alan Wood customer said it, 
and we appreciate the 
acknowledgement. We do 
believe in consistent pricing 
policy. Moreover, Alan Wood 
is geared to give your 

order prompt attention 
without red tape delays. Your 
quality goes up, your 

costs and rejects go down, 
when you use dependable 
Alan Wood plate, sheet 

and strip. 


When your metallurgical 
requirements need speedy, 
reliable analysis, ask for an 
Alan Wood study. Your 
Alan Wood representative is 
always available, 

ready to help. 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. «+ 


STEEL PRODUCERS WITH THE CUSTOMER IN MIND 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 


New York ¢« LosAngeles « Boston e¢ Atlanta 


ey 


Cincinnati * Cleveland » Detroit « Houston « Pittsburgh « Richmond e St.Paul e San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada: A. C. Leslie & Co., Limited 
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effort to have a model available 
for every taste and need. Auto- 
makers already are talking of a 
three-car family on an income 
of $10,000 a year. 

Four new compact nameplates 
were introduced for the current 
model year. Next year four more 
will arrive on the scene, making 
a total of 14. One will be a 
minicar by Ford, slightly larger 
than the Volkswagen and offer- 
ing a front rather than a rear 
engine and drive. Three others 
will be by Chevrolet and Ford 
designed for a 115-in. wheelbase 
and weighing about 3,000 lb. 
These fit with little room to spare 
between the present compact 
and standard-size cars of those 
manufacturers. 

. ca * 

In casting aside its traditional 
low, medium, and high price 
model marketing concept, De- 
troit has switched, in effect, to 
a numbers game philosophy de- 
signed to offer buyers a broad 
spectrum of sizes and models 
within individual makes. Con- 
centration is heavy, of course, 
at the low-price end with two 
to three varieties of compacts 
that, in themselves, graduate up- 
ward in roominess, luxury, and 
variety of accessories. A couple 
of high price lines have been re- 
tained to top off the lineup, but 
the days of dividing specific 
makes into definite price cate- 
gories are definitely past. 

In making their supermarket 
appeal—aiong with cigarettes 
and toothpaste—carmakers have 
managed to keep a tight hold on 
prices by standardization of 
parts and components. Top price 
models share many vital working 
parts with their smaller counter- 
parts in a triumph of design and 
production skill that is enabling 
producers to turn a profit while 
offering a multitudinous model 
choice. 

* * s 

Many buyers already may 
have noticed that the so-called 
“economy” cars are that in name 
only. Detroit quite naturally is 
encouraging a trend away from 
the old stripped-down version 
with stick-shift and no armrests 
that attracted the old-time frugal 
car-owner. Automatic shifts and 
all the other optional equipment 
loom even more important as 
end-values overcoming deprecia- 
tion losses. 

a * a 

This concept is evident in the 
details on upcoming 62 models: 
Ford calls its newcomers by the 
code names “Canadian X and 
Y”. One is for Ford dealers and 
the other is for Mercury. Dealers 
of both makes already are dis- 
gruntled at the prospect of addi- 
tional inventory requirements be- 
cause the cars will have an 
all-new, 200 cu. in. V-8 engine. 

Chevy’s H-35 will utilize the 
Corvair’s unitized body, stretch- 
ing it out with a stub frame in 
front for mounting the engine. 
Three engines will be available— 
a new in-line four, an in-line six 
with many interchangeable re- 
ciprocating parts, and a new 
baby V-8. There also will be a 
choice of manual three and four- 
speed transmissions, as well as 
an automatic box. 

* * * 


Fleet owners (and the average 
size family) might consider the 
Ford and Chevrolets just de- 
scribed as an ideal compromise 
between the present compact 
dimensions and the traditional 
so-called low price three. 
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Switch to steam-valve packings 
of TEFLON saves $3,000 per year 


A chemical plant was faced with a costly maintenance problem 
on 300 valves in steam service. Because of the loss of graphite and 
grease saturants in the packing, valves required periodic adjust- 
ment and repacking, and packing failures caused abrasive scor- 
ing of valve stems. The plant’s purchasing department solved 
the problem by specifying valve packings impregnated with a 
Du Pont TEFLON fluorocarbon resin. Result: the elimination 
of saturant loss that caused packing failure and made periodic 
adjustments necessary, plus net savings of $3,000 per year in 
replacement costs. 

The outstanding properties of TEFLON resins—toughness, 
virtually complete chemical inertness, resistance to temperature 
extremes, low friction without lubrication—have led to their 


CUPID TEFLON 


FLUOROCARBON RESINS 
REG. U. Ss. PAT. OFF. 


BETTER THINGS FOR BETTER 
March 13, 1961 


LIVING... THROUGH CHEMISTRY 


specification as packing and gasketing materials, even when 
service demands are not exceptionally rugged. Using TEFLON 
resins permits full standardization . . . provides extra safety, re- 
liability, longer service life and fewer maintenance problems. 

Conclusion: If you feel that considerations such as these make 
a difference in your operation, it will pay you to find out more 
about the properties of TEFLON resins and the savings they 
make possible in sealing applications. Write to: E. I. du Pont 
de Nemours & Co. (Inc.), Dept. PW-313, Room 2526T, Nemours 
Building, Wilmington 98, Delaware. 


In Canada: Du Pont of Canada Limited, P.O. Box 660, Montreal, Que. 


TEFLON is Du Pont’s registered trademark for its family of 
fluorocarbon resins, including TFE (tetrafluoroethylene) 
resins and FEP ( fluorinated ethylene propylene) resins. 
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Meetings You May Want to Attend | 


First Listing 


Spring Purchasing Seminar and Tire Clinic— 
Virginia Association of Governmental 
chasing Hotel, 
1961. 


Pur- 
Executive Motor Richmond, 


Virginia. March 16-17, 


Conference—The Purchasing Agent Associa- 
tion of Virginia—March 17—General 
ices Building in Richmond, Virginia. 


Serv- 


23rd. Annual Pacific North West Purchasing 
Conference—Purchasing Agent Association of 
British Columbia is the host. April 7 & 8, 
Victoria, B. C. 


Problem Clinic—5:45 p.m.—Dinner Meeting 
7:00 p.m.—tindianapolis, Marrott Hotel— 
April 18, 1961. 


15th. New England Electrical Trade Show— 
Electrical Manufacturers Representatives Club 
—Boston, April 18-20. 


Quarterly Meeting of the Purchasing Agents 
Association of Florida. The theme of this 
meeting will be “Progressive Purchasing”— 


there will also be election of state officers. 
Lakeland, Florida—April 20-22. 


National Tank Truck Carriers, Inc. 13th. An- 
nual Convention and Tank Truck Equipment 
Show—Netherland Hilton Hotel, Cincinnati, 
May 1-3, 1961. 


5th. U.S. World Trade Fair—Capital and Con- 
sumer goods—(American Products Barred), 
open to trade and public—Coliseum, New 
York, May 3-13. 


Previously Listed 
MARCH 


Institute of Radio Engineers — International 
Convention and Show. Waldorf-Astoria Hotel 
and New York Coliseum, New York City, 
March 20-23. 


Western Metal Congress—American Society 
For Metals and five participating technical 
societies. Los Angeles, March 20-24. 


Past Presidents Party—Indianapolis Associa- 


tion 


Marott Hotel, Indianapolis, March 21, 
1961 


APRIL 


Annual Pacific North West Purchasing Confer- 
ence—-Far West Purchasing Agents Associa- 
tion—-Victoria, B. C._—April 6-8. 
National Packaging Exhibit McCormick 
Place, Convention Hall, Chicago, Ill., April 
10-13. 


American Society of Lubrication Engineers— 
Annual Meeting and Exhibit—Bellevue-Strat- 
ford Hotel, Philadelphia, April 11-13, 1961. 
Indiana Industrial Show — Manufacturers 
Building, State Fairgrounds, Indianapolis— 
April 12-14. 


Business Equipment Exposition—Office Equip- 
ment Manufacturers Institute — New York 
Coliseum, New York City, April 17-21, 1961. 


Problem Clinic—Iindianapolis Association — 
Dinner Meeting, Marott Hotel, April 18, 1961. 
General 


Electric 69th Annual Meeting of 


Share Owners—Onondaga County War Me- 
morial Auditorum, Syracuse, April 26. 


National Tank Truck Carriers—Annual Meet- 
ing and Trade Show, Netherland-Hilton Hotel, 
Cincinnati, April 30-May 2. 


Liquefied Petroleum Gas Association—Annual 
Meeting and Trade Show Conrad Hilton 
Hotel, Chicago, April 30-May 3, 1961. 


MAY 


Chicago Electrical Industry Show—McCormick 
Place Convention Hall, Chicago, May 2-4. 


42nd. International Conference and Interna- 
tional Exposition—Kiel Auditorium—St. Louis, 
Missouri—May 7-11, 1961. 


65th AFS Castings Congress & Exposition— 
Brooks Hall, San Francisco, May 8-12. 


Western Joint Computer Conference — Na- 
tional Joint Computer Committee—May 9-11. 


Canadian Purchasing Conference—Canadian 
Association of Purchasing Agents—Products 
Display for 1961—Royal York Hotel, Toronto 
—May 28-31. 


~s 


“Paste this in your hat 


Mr. P. A. 


If you are looking for end mill per- 
formance at a price that is more than 
competitive . . . look at the B&S Thrift- 
mills® in the new B&S Condensalog. 


You'll find the price 20% less than 
competitive prices. In fact... B&S has 
the lowest published prices in the cut- 
ting tool industry! 


Just look at the quantity purchasing 
savings. 


Brown Sharpe 


--- please! 


Your plant’s cutting tool specialists will 
tell you about the phenomenal Thrift- 
mill performance. 


This is a general purpose end mill 
available off-the-shelf from major cut- 
ting tool distributors everywhere. It 
excels on 85% of end milling applica- 
tions at 20% less. 


Order B&S Thriftmills, then tear out 
the thriftmill page from your B&S Con- 
densalog and Paste It In Your Hat! 


You'll need it again... whenever you 
need end mills! 


SAY...Mr. P. A. 


We'll be glad to rush you a 
Condensalog . . . and we'll 
even send you a Thriftmill 
FREE so you can see. 


Cutting Tool Division 
Brown & Sharpe Mfg. Co. 
Providence 1, Rhode Island 


save 20% 


IdWdOT1S 
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c 
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envelopes 


Free “idea kit” shows you how! 


Why lose labor time in the mail- 
ing room or in the office with 
conventional gummed flap enve- 
lopes? 

You seal without moisture with 
Tension Touch ’n Seal envelopes. 
They eliminate at least two com- 
plete steps in mailing room op- 
erations. Secretaries love them 
and efficiency experts praise 
them. Touch ’n Seal works equal- 
ly well for correspondence or 
mailing bulky contents. Abso- 
lutely no “popped” flaps! 


And they actually pay for them- 
selves by reducing mail-handling 
time up to 20 per cent or more. 
Write for FREE samples. 


NOISNS3I* 


TENSION ENVELOPES = 


* SADOISANA 


OPES ° 


ENVEL 


Tension Envelope Corp. 
817 East 19th St. 
Kansas City 8, Missouri 


SION 


S3dOTIBANA NOISNGAL 


Please send me your FREE Envelope 
Idea Kit for insurance executives. 


* TEN 


Name Title 


Firm Name 
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Tin reduces wear—tThe 
addition of up to 0.1% tin has 
a marked effect in eliminating 
ferrite from the matrix of both 
gray and nodular irons, pro- 
ducing a wear-resistant fully 
pearlitic matrix. 


Base iron 


Base iron plus Sn 


Effect of tin on pearlite in microstructure of hypo- 
eutectic cast iron bar, 1.2-in. dia. 


The amount of tin added to cast 
iron sections up to 3 in. thick is 
not critical. A reasonable excess 
does not produce any massive 
cementite or affect mechanical 
properties. 


Organic compounds 
of tin stabilize vinyl chloride 
polymers to inhibit color at high 
temperature and to protect 
against decomposition during 
processing and degradation in 
service. 


Low linear contrac- 
tion is a property of high tin 
content die-casting alloys. Tin 
alloys shrink very little, permit- 
ting close tolerances and very 
thin walls in such typical small 
castings as pinions, number- 
ing machine wheels, dashpots of 
electrical instruments, and gas 
meter grid valves. 


FREE 
Bulletin 
Write today for a 
free subscription 
to TIN NEWS—a 
monthly bulletin 
on tin supply, 
prices and new 

uses. 


The Malayan Tin Bureau 
Dept. T-50C, 2000 K Street, N.W., Washington 6, D.C. 
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New Firm Rescues Gasket Centers 
To Make Smaller Gaskets From Them/! 


Mamaroneck, N. Y.—The old 
adage about selling everything in 
the doughnut but the hole will be 
given a new twist here by a firm 
that plans to buy and sell the 
centers cut out in the production 
of gaskets 

The idea of the company, 
Gasket Centers, Inc., is to market 
the centers of large gaskets to 
manufacturers of medium-size 
gaskets and the centers of 
medium-size gaskets to producers 
of smaller gaskets. 

30% Savings Seen 

The plan should save gasket 
makers up to 30% in the cost of 
materials, says Fred R. Brink- 
man, secretary of the company. 
He sees savings in three areas: 


® Buying. The cost of centers 
will be less than that of materials 
now being used. 


®@ Selling. Manufacturers with 
left over centers will be able to 
obtain income by selling them. 


@ Storing. Warehousing costs 
will be cut with the creation of a 
market on which to dispose the 
centers. 


The company is now in the 
process of accumulating an in- 
ventory of asbestos, rubber, felt, 
cork, metal and other centers of 
various sizes and specifications. 
It hopes to begin full-scale op- 
erations by next month. 


The Founders 
The firm is the brainchild of 
three men already in the business 
of making gaskets — Brinkman; 
Ralph Zimmerman, who is its 
president, and Robert L. Hatha- 


Motec Sets Up a Division 
To Handle Company Line 
Of Automotive Products 


Minneapolis—Motec __Indus- 
tries, Inc., (formerly Minnea- 
polis Moline Co.) has organized 
an automotive division to handle 
its line of engines, transmissions, 
and power trains. 

The move aims to broaden 
customer service by providing 
information on the design and 
application of Motec products to 
original equipment built by other 
manufacturers. The division will 
place special emphasis on 
standardizing basic dimensions 
of engines, transmissions, and 
differentials, so that complete in- 
terchangeability of these compo- 
nents can be achieved from one 
type of equipment to another. 

The Automotive Div. will in- 
troduce two air-cooled gasoline 
engines this year of 86 cu. in. and 
100 cu. in. displacement. This 
will expand the company’s en- 
gine line to 10 basic sizes. 


Amphenol OK’s Merger 


Chicago Amphenol-Borg 
Electronics Corp. and FXR, Inc., 
Woodside, N. Y., have agreed on 
a merger proposal to be sub- 
mitted to the stockholders of both 
companies on March 23. FXR, 
whose principal products are pre- 
cision microwave and electronic 
testing and measuring equipment, 
would operate as a separate unit 
in the Amphenol organization 
under terms of the proposal. 


March 13, 1961 


VEND AWAY YOUR POUNDS #2 


METRECAL 


way, treasurer. Brinkman is presi- 
dent of Surepax, Inc., White 
Plains, N. Y.; Zimmerman heads 
Zimmerman Packing Co., Cin- 
cinnati, and Hathaway is presi- 
dent of Andrews Asbestos & 
Rubber Co., Chicago. 

They believe their sales will hit 
the $2-million-a-year level “with- 
in a couple of years.” Executive 
offices of the company are in 
Mamaroneck, sales office in Cin- 
cinnati, and warehousing facili- 
ties in Chicago. 


Houston — Texas Eastern 
Transmission Corp. has begun 
construction of a 150,000 bbl. 
underground storage cavern for 
p-opane at the Little Big Inch 
terminal in Princeton, Ind., it 
was reported here. 

[he storage facility, to serve 
southwestern Illinois, southwest- 
ern Indiana and northern Ken- 
tucky, will be completed in time 
for the 1961-62 season, the com- 
pany said. The propane will be 
pipelined to Princeton from a 


REDUCING WHILE PRODUCING: 
First machine to sell Metrecal 
was installed by Interstate Vend- 
ing at Ekco plant, Chicago. 


Think Delivery... 


Texas Eastern Begins Construction 
Of Midwest Propane Storage Facility 


multimillion barrel underground 
salt dome storage center at Mont 
Belvieu, Tex. 

Texas Eastern said differential 
tariffs for summer and winter 
loading into tank trucks will be 
issued soon. Under the pro- 
posed tariffs, shippers will be 
able to take full advantage of 
seasonal market factors without 
commitment to leased under- 
ground storage, according to the 
company. The minimum tender 
will be 50,000 bbl. 


HOLO-KROME’S SAME-DAY SERVICE ON THERMO-FORGED* SOCKET SCREWS 
PREVENTS DOWNTIME ON YOUR PRODUCTION LINE 


Downtime costs profit dollars . . . that’s why you’ve 
got to be sure the fasteners you vitally need arrive 
at your plant on time. And that’s why Holo-Krome’s 
Same-Day Service is so important to you. Packaged 
goods shipped same day the order comes in—most 
specials shipped in four weeks or less! 


YoeWaa\eN so 


For profit-making quality and on-time delivery, 
standardize on Holo-Krome THERMO-FORGED socket 
screws. See your authorized Holo-Krome distributor 
or write for more information. 


HOLO-KROME 


Thermo-Forged* 
CKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 


*Trade Mark of The Holo-Krome Screw Corporation 
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THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 


———— This Week's 


Foreign Perspective 


MARCH 13-19 
[\cseo at the 24th annual World Trade Conference in Chi- 


cago last week centered on moves by foreign manufac- 
turers into the semimanufactured and component markets. 
“We note a definite trend away from finished goods,” said 
James A. Cassin, world trade service manager of the Chicago 
Assn. of Commerce and Industry, which sponsored the con- 
ference. “Foreign manufacturers are marketing component 
parts which can be incorporated into American products.” 
Cassin said this strategy enables overseas firms to get around 
whatever disadvantages are associated with foreign labels and 
to increase the size of their markets. 


Despite the encroachment of imports, however, there appeared 
to be no out-and-out sentiment in favor of protectionism. Said 
one Midwest manufacturer’s representative, “We expect to get 
something if we give. I'd like to see trade barriers lowered 
across the board.” Another added, “I think increasing exports 
is basically the answer to whatever problem we have here, 
and I think we could be doing a lot more to get foreign buyers 
over here to this country.” 

However, despite the voiced opinions against protectionism 
and, in some cases, for lower tariffs, there was an undercurrent 
of feeling that all this should be applied to the other fellow. 
No one wants his own ox gored, and there’s something appeal- 
ing about reducing barriers in areas other than one’s own. 

“ - * 

While many American manufacturers are expressing fears 
about imports from abroad, similar fears are churning in Europe, 
too. Ironically enough, the European steel industry is one of 
the segments showing growing concern about price competition. 


Two ways to keep 
from being outclassed! 


Grand Rapids 
Michigon 


@ It’s a problem. Many companies each 
year are “outclassed” by their freight 
classifications — and waste thousands of 
dollars in shipping costs. In many cases, 
their own descriptions are at fault. If you 
have the uncomfortable feeling that this 
is happening to your company, you can 
do one of two things. Become an expert 
on classification yourself by drudging 
study of the “National Motor Freight 
Classification” manual. That’s the hard 
way, as you well know. 


Or, do as many other companies are do- 
ing and ship Interstate System, the motor 
common carrier whose people are trained 
to give you every advantage in the book. 
You can’t afford to be outclassed — and 
you won't be with Interstate System. Call 
the Interstate transportation specialist. 
He’s in the Yellow Pages. 

Interstate System: 23,000 miles of author- 
ity in 24 states, connecting more than 
9,000 points with direct, single-line service 
through 76 modern terminals. 


INTERSTATE SYSTEM 


MORE THAN A TRUCK LINE... A TRANSPORTATION SYSTEM 
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The high authority of the 
European Coal and Steel Com- 
munity reports that latest U.S. 
offers, particularly for structural 
steel, are cheaper than prices set 
by European firms. 

This comes at a time when 
German steel prices, for ex- 
ample, are showing a firmer 
trend. Although still far under 
the post-war highs of 1956, tags 
definitely are on the rebound 
from the depths to which they 
dipped during the last months 
of 1960. 

Here are yearly comparisons 
of export prices (in dollars/met- 
ric ton) to countries not belong- 
ing to European coal and steel 
community: 


Nov., 
1956 1960 
(Post- (Last 
war year’s 
high) low) 
Steel concrete $118 $88-90 
Bar steel 124 97-98 
Small bar steel 130 98-99 
Normal profiles 110 93 
Heavy plates 165 98 
Ship plates 210 105-107 
oe + ® 

Hamilton, Ont. — Canadian 
brass ingot smelters are follow- 
ing the lead of Eastern smelters 
in the U.S. who raised prices 
of secondary brass and bronze 
ingots. United Smelting & Re- 
fining Co. increased its red brass 
ingot price about 1¢/lb., and 
yellow brass ingot prices 1¢- 
2¢/Ib. 

The Canadian move could in- 
fluence the “big three” in Chi- 
cago, who have not followed the 
lead of the Eastern Smelters for 
fear that a price rise would de- 
press the already low level of 
incoming orders. 

Reason for the U.S. and 
Canadian price hikes is high 


106-110 


‘Antisocial’ Prices Barred 


Havana—Cuba has  out- 
lawed “antisocial competi- 
tion.” Henceforth, all stores 
will quote identical prices on 
similar items, said Major Max- 
imo Bergman,  newly-ap- 
pointed minister of interior 
commerce. 


scrap costs, due largely to the 
high prices foreign firms, especi- 
ally Japanese, are bidding for 
U.S. scrap. Several U.S. smelt- 
ers prefer to export the scrap 
they buy than to turn it into 
ingots for sale at current prices. 
® * =. 

Tokyo—Japan is drawing a 
bead on an export market that 
fizzled last year. er cars. 
It sold only 953 units to the U.S. 
and Canada, compared with an 
original target of 6,700. Even 
so, automobile manufacturers in- 
tend to put more emphasis on 
passenger cars, which will be the 
most important factor in a drive 
to export 36,000 cars, trucks, 
and buses in the year beginning 
April 1—a 44% increase over 
the same period last year. 

~e e col 

Good news, meanwhile, for 
the British automotive industry 
is as plentiful as bad news was 
at the end of 1960. Ford and 
Vauxhall have resumed some 
overtime work just days after re- 
sumption of a full five-day week. 
British Motor Corp. and Stand- 
ard-Triumph have put much of 
their staffs back on full time, and 
Rootes is about to follow suit. 

The rapid improvement is 
based largely on a domestic sales 
pickup, but also on some im- 
provement in exports. January 
export level was the highest so 
far recorded. 
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Japanese Furniture Manufacturers 
Show Wares in Bid for U.S. Sales 


San Francisco — Japanese 
manufacturers of office and 
home furniture have launched a 
new drive to capture the eye of 
U.S. buyers. 

In a two-week exhibition here, 
the Japanese Export Furniture 
Manufacturers’ Assn. made its 
second bid for a larger share of 
the U.S. market. 

A similar show held in New 
York in 1958 resulted in higher 
export sales, but was not so suc- 
cessful as the trade group had 
hoped. Now, the manufacturers 
say, their factories are equipped 
for mass producing higher qual- 
ity furniture at lower prices. 

Office furniture on display 
included wooden chairs with 
leather upholstery, small tables 
of wood, metal and plastic, and 
metal chairs for executives and 
stenographers. There also were 
chairs of bent plywood and 
plastic with steel pipe framing. 

Wood furniture generally was 
priced about the same _ as 
comparable domestic furniture. 
However, it appeared that the 
Japanese manufacturers will 
have trouble competing with 
U.S. makers of metal furni- 
ture—in both price and quality. 
A spokesinan for the Japanese 
group admitted this, saying his 
country’s manufacturers have 
had little experience in turning 
out metal furniture and do not 


Emerson Electric Gets 
U.S. Rights on British 
Electronic Control Line 


St. Louis—Electronic control 
equipment developed by a Brit- 
ish company for the textile, 
printing, and machine tool in- 
dustries will be put on the U.S. 
market by Emerson Electric 
Manufacturing Co. 

Emerson has obtained exclu- 
sive design and production rights 
for the equipment from Lan- 
cashire Dynamo __ Electronic 
Products, Ltd., of Rugeley, a 
subsidiary of the Metals Indus- 
tries Group. 

The equipment line includes: 
electronic transfer, sorting, and 
switching devices; specialized 
electronic control equipment for 
the machine tool industry; pho- 
to electric controls for the tex- 
tile industry; electronic record- 
ing instruments and adaptive 
servo systems for process control 
applications; automatic  elec- 
tronic register controls for the 
printing industry, and _transis- 
torized control units for level 
control, decoding and proximity 
indicating. 


Sony to Unveil Recorder 


Tokyo—Sony Corp. will dis- 
play a new industrial video tape 
recorder at the Institute of Radio 
Engineers in New York this 
month. The unit is priced at 
about $8,000. 

The recorder is a two-head 
unit which takes 2,400 ft. of 
2-in. tape. It runs at a speed of 
7 in. per second and operates on 
a power input of 100 v. a.c. 

The company says that an- 
other model costing only a few 
thousand dollars could be devel- 
oped by reducing the size of the 
unit. The present console weighs 
about 440 Ib. 
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yet know the 
enough. 

According to the Japanese 
group, the primary U.S. market 
for their furniture is on the 
Pacific Coast, where tastes are 
closer to those of the Japanese 
and where, compared to the 
East, there are fewer domestic 
furniture manufacturers. Last 
year, Japanese furniture exports 
amounted to $3.9-million, with 
80% of the total going to the 
U.S. 


market well 


BENT PLYWOOD office chairs shown by Japanese 
bear $80 price tags, about the same as domestic. 


_ 


STEEL FRAME executive chairs, such as this $280 
model, are new to Japanese furniture manufacturers. 


NEW Ex-Cell-O Spindles for 
Ultra Precision 


Design of mounting 
bracket (below) pro- 
vides fast heat dissipa- 
tion, permits uniform 
expansion. Heat can- 
not affect centerline 
position in high-speed 


applications. 


vA 


Below: This standard double-end 


Ex-Cell-O Precision Boring Machine pro- 
vides a steady platform for the ultra- 
precision boring job described at right. 
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The special spindle shown above is one of 16 identical 
Ex-Cell-O Ultra Precision Boring Spindles recently de- 
veloped for an extremely demanding boring operation. 


Customer specifications called for a guaranteed maxi- 
mum allowable .00003” on roundness, with a 10 RMS 
or better surface finish. The spindles Ex-Cell-O delivered 
have consistently held .00002” on roundness, with a 
6 micro-inch surface finish (and the customer has 
ordered duplicates)! 


Why do the new Ultra Precision Spindles and other 
standard and special Ex-Cell-O Boring and Grinding 
Spindles give consistently greater accuracy, finer fin- 
ishes and longer, trouble-free life? 


The answers are; Engineering and production experi- 
ence (more than 40 years); exclusive design and con- 
struction (using famous Ex-Cell-O Spindle Bearings); 
and job-tailored availability (Ex-Cell-O offers the most 
comprehensive line of belt-driven, air-driven, motorized 
and high-frequency spindles available today). 


Need fast delivery of Precision Spindles for original 
equipment or replacement use? Call your Ex-Cell-O 
Representative today, or contact Ex-Cell-O in Detroit. 


60-85 
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Per cent per annum 


Loan Costs Level Off 


SOURCE: Federal Reserve Board 
Short term bus. loans 
i l i 1 


ee 


First Quarter 1961 P/W estimate 


New York—Bankers aren't 
looking for any startling change 
in borrowing costs—either up or 
down—in the next few months. 

Consensus is that short-term 
interest rates will remain close to 
current levels—with perhaps just 
a slight easing off in long-term 
borrowing costs. 

One top bank economist told 
PURCHASING WEEK: “I just can’t 
see any reason for a rise in short- 
term rates, despite the Fed's 


j 
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1a «20 avowed policy of keeping them 
1961 uD.” 


Cost of Business Loans Seen Holding Steady 


90-day Treasury bills are con- 
cerned, the current 242% return 
is sufficiently high to prevent any 
“mass flight” from the dollar. 

The situation is a lot different 
from that of last fall—when 
Treasury bills were hovering 
close to the 2% level, and for- 
eign rates were much higher than 
they are now. As another banker 
put it: “There’s not that much 
profit left today to make it worth- 
while to go overseas with your 
money.” 

Rates on short-term bank 
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March 13, 1961 He pointed out that as far as 


loans (those used for financing 


Capacity Drives. 


Gates drive. 


18 


Need a better drive 
for a machine? 


bs s 


Ask him to design a drive for your machine two ways: 
A conventional V-belt drive and a new Gates Super HC 
High Capacity V-Belt Drive. A quick comparison will show 
you many of the important savings provided by the new 


Industrial plants everywhere have standardized upon the 
Gates Super HC V-Belt Drive—industry’s first and most ad- 
vanced high capacity drive. It is your best assurance that 
your power transmission unit will not soon become obsolete. 

Your local Gates Field Engineer is an experienced, fully- 
qualified drive design expert. Contact him for drive design help. 


The Gates Rubber Company, Denver, Colorado 


DRIVE 


same space. 


bearing life. 


often be used. 


Ask your local Gates Engineer to show how 
Super HC Drives save space, weight, money 


If the sheaves and V-belts of a machine need replacing or if 
a chain, gear or other type of drive isn’t giving you good 
performance, your local Gates Field Engineer will be glad 
to help you. He can show you how to take full advantage 
of the many opportunities offered by Gates Super HC High 


Gates Super HC Drives 
give you these benefits: 


Handles up to 3 times more horse- 
power than conventional V-belts in 


Saves up to 50% in drive space. 
Reduces drive weight 20% and more. 
Cuts drive costs as much as 20%. 
Reduces bearing load, increasing 


Guards can be smaller, lighter weight. 
Belt speed up to 6000 ft/min possible 
without dynamic balancing. 

Less costly, higher speed motors can 


Exclusive design features 
include: 
arched top, concave sidewalls, 
Flex-Weave cover, super strength 
tensile constr 


precisely engineered 


+i. 


BP-10 
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Gates Super HC V-Belt Drives 3:70. 


inventories and other day-to-day 
business activities) will, as usual, 
tend to follow the pattern set by 
Treasury bills. With the current 
average 5% bank rate (see chart) 
already in line with Treasury bill 
yields, little change is anticipated 
in this interest category. 

One thing for sure, these loans 
aren't going to get any cheaper, 
as many buyers had anticipated 
as late as two months ago. 
Actual marketing considerations, 
as well as balance-of-payment 
difficulties, now seen to rule out 
such a move. 


Demand Upturn 


Several New York banks, for 
example, recently noted the be- 
ginnings of a loan demand up- 
turn, stemming from improved 
business conditions. They cite 
increased borrowings by textiles, 
apparel, leather, and metal using 
firms. 

The boost in metal borrowing 

is particularly encouraging. Such 
loans have now been rising for 

five straight weeks. It means 

that many metal areas are now 
stepping up activity—and by a 
large enough margin to outweigh 
current cutbacks in auto produc- 

tion. 

The picture for long-term in- 
terest rates is somewhat different. 

The official Federal Reserve 
policy is to “nudge” these rates 
down. The aim, according to 
one financial economist, is to 
“bring into the market the large 
group of potential borrowers 
who are now sitting on the 
fence.” 


Low Interest Incentive 
The feeling is that lower in- 
terest cost will be a big enough 
incentive to spur increasés in 
corporate capital spending pro- 
grams. 
According to other bankers, 
lower long-term rates should also 
encourage state and municipal 
spending. Many of these local 
governments have been holding 
off on new bond issues, waiting 
for lower interest rates. 
But while these rates may drift 
lower, no really sharp drop 
seems In prospect. For the Fed- 
eral Reserve Board has indicated 
that it in no way intends to “lead 
the market.” 
And judging from its actions 
over the past few weeks, the Fed 
means what it says. Purchases of 
long-term issues have been made 
very selectively, and_ interest 
rates have only inched ahead 
slightly. 
The general feeling is that the 
Federal Reserve Board would 
have to become a much bigger 
buyer of 5- and 10-year issues— 
before it could effectively drop 
the over-all interest rate struc- 
ture. 


Gas Bill Pushed 


Austin, Tex.—A resolution that 
would require the State Depart- 
ment of Public Safety to purchase 
gasoline at wholesale rates has 
been introduced in the Texas 
Legislature. Backers of the bill 
claim that in the past the DPS has 
bought about 90% of its gas at 
retail prices. They say the resolu- 
tion, which would authorize the 
highway patrol to use the bulk 
gas facilities operated by the 
State Highway Dept., would save 
Texas 6%2¢/gal. or $140,000 


annually. 
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: Air Force Broadens Policy on Competitive Bids | 


Washington—The Air Mate- 
riel Command of the U. S. Air 
Force is broadening a purchasing 
policy which requires that pros- 
pective suppliers bid competi- 
tively for certain replenishment 
spare parts contracts. 

The program, started July | 
1960, was designed to cover 
missile and airframe spare parts, 
but now has been extended to 
such small items as window 
frames and glass, roller bearings, 
straight-head pins, bolts, metal 
hose assemblies, antiskid detec- 
tors, and fuel strainers. 

In the first three months of the 
program 3,569 items were clas- 
sified as suitable for competitive- 
bid procurement. The list was 
expanded in the second three 
months to a total of 5,380 items. 

The quantity of spare parts 
bought under competitive cir- 
cumstances trebled in the first 
three months. In that time, the 
Command bought 849 kinds of 
parts this way, and in the sec- 
ond quarter, 2,558. Total value 
of items purchased in both quar- 


California Hits Trucker 
For Evading Regulations 
In ‘Buy-and-Sell’ Pact 


Los Angeles—The California 
Public Utilities Commission has 
slapped a five-day suspension on 
A. C. Martin Trucking, Visalia, 
for entering into a buy and sell 
agreement, which the PUC said 
was designed to avoid charging 
minimum hauling rates. 

The PUC termed the trucker’s 
agreement to buy concrete aggre- 
gates from Pollards Concrete Co. 
and sell them to Cal Mobile, Inc., 
a “scheme and device to circum- 
vent regulation.” Property trans- 
ported under the alleged agree- 
ment to sell and purchase was in 
fact transportation of property 
for compensation on the public 
highways and therefore subject to 
the provisions of the Highway 
Carriers Act, the PUC ruled. 

Martin’s radial common carrier 
highway permit will be suspended 
from March 27 through March 
31. 


Tariff Commission Begins 
ProbeofRayon Dumping 


, | procurement 


ters was slightly more than 
$15.1-million. The AMC esti- 
mates that $4.5-million already 
has been trimmed from normal 
parts outlay by the new pro- 
cedures. 

At the outset, lower echelon 
centers were di- 
rected to screen and classify all 
replenishment “spares” accord- 
ing to their suitability for com- 
petitive bidding. Several criteria 
were set to govern each part’s 
classification. Competitive pro- 
curement was authorized only in 
cases where the Air Force could 


release sufficient part-specifica- 
tion data and blueprints to man- 
ufacturers without jeopardizing 
military security, and when “cus- 
tom-tooling”’ as a precaution 
against personnel hazard or 
critical failure was not manda- 
tory. 

AMC officials are allowing for 
a slow phase-in of system com- 
ponents which have had to be 
custom-made during trial and 
evaluation stages. As the systems 
mature and their specifications 
become standardized, competi- 
tive bidding will be required. 


Tacoma Utility Board Throws Out 


4 Identical Bids 


Tacoma, Wash.—Faced with 
four identical bids for supplying 
City Light Co. with transformers, 
the Tacoma Utility Board de- 
cided to throw them all out and 
accept another lower bid on a 
less-expensive type of equipment. 

The winning bid of $87,299 
for supplying City Light with 
“standard loss” transformers in 
1961 was submitted by Hill 
Transformer Co. of San Carlos, 
Calif., a div. of H. K. Porter Co. 

Four other manufacturers had 
submitted identical higher bids 


on Transformers 


for “low loss” transformers. City 
Light had recommended that the 
contract be divided among them 
on grounds that the more expen- 
sive equipment would provide 
better service. 

This recommendation was re- 
jected by the Utility Board, which 
pointed out that Hill’s bid com- 
plied with City Light’s specifica- 
tions. The Board added that it 
would report the identical bids 
to the Dept. of Justice and at- 
torneys general of the North- 
western States. 


Gates Hose moves mountains... 


GATES 18HB 
PREMIUM QUALITY 
AIR DRILL HOSE 

is used on most major 
construction projects. 
Highly resistant to 


keeps production going in industrial plants 


Washington—tThe UV. S. Tar- 


iff Commission is starting an in- 
vestigation to determine whether 
domestic industries are being in- 
jured by sales of imported rayon 
staple fiber from Belgium and 
from France. 

The commission is acting un- 
der Antidumping Act require- 
ments at the request of the Treas- 
ury Dept., which found that the 
rayon fiber imports are being 
sold in the U. S. at less than fair 
values. 

Separate preliminary investi- 
gations are being conducted for 
the French and Belgian imports. 
No date has been set for hear- 
ings. 


President Lines Adds Call 


San Francisco — American 
President Lines has added a sec- 
ond call at Hong Kong for its 
three trans-Pacific liners. The 
Presidents Cleveland, Wilson, 
and Hoover operate on a regular, 
integrated schedule with twice 
monthly sailings from San Fran- 
cisco. 
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Wherever hose is used, on con- 
struction projects or in industrial 
plants, you find Gates Hose giving 
outstanding service. Gates makes 
a hose for every industrial applica- 
tion—air hose, water hose, steam 
hose, suction hose—every type of 
industrial hose in a full range of 
sizes. All are dependable, top- 


You get fast delivery from local stocks. 
The hundreds of Gates Distribu- 
tors, located in all parts of the 
country and throughout the world, 
have large stocks of hose on hand, 
backed by Gates servicing ware- 
houses in every major industrial 
center. 

This means that you always 


~ abrasion, it is also 


flexible and easy 
to handle. It gives 
exceptional per- 
formance and long 
service on all light 
and heavy duty air 
drill applications 
under the most 
severe conditions. 


7. 


A Gates Hose fo 
industrial need 
available from your 
nearby Gates Distributo 


quality products of Gates contin- 
uing program of Specialized 
Research. 


get quick delivery of Gates Indus- 
trial Hose from a local source. 


Call your nearby Gates Distributor 


when vou need hose of any kind, for any purpose. 


The Gates Rubber Company, Denver, Colorado 


Gates Industrial Hose 


Purchasing Week 


Washington—Cooperative buy- 
ing, long a method used by local 
governments to gain the advan- 
tage of volume purchasing, is 
losing its luster in municipal pur- 
chasing despite effectiveness. 

Why? Albert H. Hall, execu- 
tive vice-president of the National 
Institute of Government Purchas- 
ing, said last week that in estab- 
lishing these purchasing programs 
local municipalities have to over- 


come two problems: statutory 
differences and unevenness of 
capacity. 


Removing variations in city or 


county ordinances that lead to 
legal snags in purchasing pro- 
cedures may be more trouble 
than the municipal governments 
care to handle, according to Hall. 
The other problem, more trouble- 
some to the P.A., occurs when a 
well organized, smoothly run pur- 
chasing staff gets strapped to a 
less effective department. Result: 
The weak sister rides the coat 
tails of the better purchasing de- 
partment and gets the benefits, 
but does not do its share of the 
work. 

This imbalance causes com- 


plaint by both vendors and 
municipal P.A.’s that cooperative 
purchasing ruins good supplier- 
buyer relations established by the 
well run municipality. Hall ad- 
vises that before cooperative 
buying can work, all parties in the 
pool should be well enough or- 
ganized to operate alone. 


Experience Varies 


“Experience varies,” he says. 
“When it works—when all par- 
ties in the program are in tune 
and the procedures are set—it 
works quite well. But this kind of 


cooperation is not increasing to 
major dimensions as yet.” 

Good example of the dimin- 
ishing activity of cooperative 
buying through nonprofit organi- 
zation is the Municipal Purchas- 
ing Service of the Michigan 
Municipal League. The Purchas- 
ing Service is a sideline operation 
about to be de-emphasized, but 
half of the League’s 418 mem- 
bers have used the setup at least 
once. 

The League does not purchase, 
but enters into an agreement with 
a manufacturer, then acts as an 
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Signode AMP Series 


all-power strapping tool 


e Air power tensions, seals, and severs the strap. 


e All the operator does is depress lever #1, 
insert the strapping, press the tensioning lever 
(#2), then the sealing-severing lever (#3) and 
remove the tool. 


e Tensioning can be stopped (and held) at any 
time, as for the insertion of edge protectors. 


e Uses new easy-loading Signode NESTACK 
seals that come in nested stacks (no retaining 
wire) that eliminate waste, spillage and delay. 


e Weighs only 22 pounds, even though the base 
is steel for maximum durability. 


e Compact balanced design and short base 
make tool easy to use on small as well as large 


surfaces. 


20 


First in steel strapping 


e Comes equipped with universal suspension 


bracket that’s quickly changed 
on top or side of package. 


for strapping 


e Available now in models for %” and 34” 
strapping, .015” to .035” ga. Special high-ten- 


sion models also available for 
tin plate, etc. 


brick, ingots, 


e Tension is adjustable to 1200 Ib. at 90 p.s.i., 


regular models. 


To evaluate the savings you can obtain with 
this remarkable new tool in your own opera- 
tions, call the Signode man near you or send 


for additional information. 


STEEL STRAPPING CO. 


2670 North Western Avenue « Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidi 
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aries and Distributors World-Wide 


In Canada: Canadian Steel Strapping Co., Ltd., Montreal + Toronto 


Decline of Buying Co-Ops Laid to Weak Sisters’ on the Team 


agent. Through the purchasing 
service, it submits bids to munic- 
ipalities along with other sup- 
pliers, and if awarded the 
contract, forwards the order to 
the manufacturer for delivery of 
materials. 

Material such as fire hose, anti- 
freeze, and traffic marking paints 
worth up to $50,000 a year goes 
via this route to Michigan’s 
municipalities. At present the 
service is concentrating on a pro- 
gram of setting up purchasing 
procedures and item standards 
for P.A.’s in individual govern- 
ments aimed at paving the way 
for curtailing or ending com- 
pletely the League’s buying 
functions. 


Centralized Purchasing 


In some state centralized pur- 
chasing has stolen the spotlight 
from the cooperatives. The City 
of Milwaukee has permitted the 
school board, sewage commis- 
sion, housing authority, and some 
25 suburban governments to buy 
supplies and equipment-from. the 
city’s warehouse. Through mu- 
tual agreements, the city has also 
arranged for these jurisdictions to 
make purchases under its con- 
tracts and thus obtain the price 
advantages given the city. 

New Jersey’s Bureau of Pur- 
chase is an outstanding example 
of how centralized purchasing 
has paid off. The state buys high- 
way marking paint, rock salt, and 
certain road equipment for the 
N. J. Turnpike, the Port of New 
York Authority, and the Garden 
State Parkway as well as its own 
road department. 


Combining Orders 


Combining orders, the most 
common method of cooperative 
buying, has scored some plusses 
for municipalities and school dis- 
tricts. One successful attempt 
began in 1952 among 20 school 
districts in St. Louis County. 

The business managers of the 
districts meet, agree upon items 
needed and their specifications, 
estimate quantities required, and 
solicit bids. After receiving bids 
and examining samples, the man- 
agers select the vendors that will 
get the contracts. Each district 
prepares its own purchase orders, 
but before the vendor gets them, 
the orders are assembled and 
grouped by item. 

Although the arrangement is 
informal and total savings are 
difficult to establish, the districts 
estimate that savings on duplicat- 
ing paper alone exceed $16,000/ 
year. 

Meanwhile, the Municipal 
League of Colorado is studying 
a proposal to establish a purchas- 
ing service based on the Michigan 
organization. 


Rare Winter Shipment 


Buffalo, N. Y.—Allied Chem- 
ical Corp. supplemented its truck 
and railroad deliveries of crude 
coke oven tar with tanker serv- 
ice last month. In a rare winter 
movement, it shipped 130,000 
gal. of tar through the ice clogged 
Black Rock Channel to Bethle- 
hem Steel Co.’s Lackawanna, 
N. Y., plant. 

Records of the U.S. Army 
Corps of Engineers reveal that 
because of ice conditions only a 
few such February tanker sail- 
ings have been made over the 
past century. 
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The 51st Edition of Thomas Register is ready 
to be delivered to you right away. We can’t 
provide a wide-eyed personal messenger, but 
we can guarantee your receiving the most 
authoritative and accurate product-source 
library available anywhere. (Cost? Only 

20 dollars for the 4 volumes plus index). 


Thomas’ Register, as most buyers know, 
provides quick help in locating products 
via more than 75,000 product 
classifications from every known 
manufacturer in the U.S. 


What’s more, 48,000 product 
advertisements, placed by 13,000 
companies, helps you select reliable 
sources of supply anywhere in the 
country ...quickly and conveniently. 


The new and enlarged 1961 Edition 

of Thomas’ Register — encompassing 

more than 380,000 changes since last 

year’s edition —is all the more valuable in 

helping you make a sound what-to-buy / | Li vier 5 Coase eons bird Ipc 


' Product Information Headquarters 
where-to-buy-it purchasing decision. | Ee Se ee Yee FY, 


Please send us the new and enlarged 5ist 
If you haven’t done so already, be sure to Edition of Thomas Register of American 


‘ Manufacturers (4 volumes plus index). 
order the new Thomas Register now. The | | After we receive the Register, wo wilt 
coupon below makes it easy for you to do so. |, SRE DES nF heck for Gromty. Cottons. 


Thank you. ee 


THOMAS aa 


PUBLISHING COMPANY | ee ee 


ZONE 


Product Information Headquarters 


461 EIGHTH AVENUE ! STATE ............ 
NEW YORK 1, N.Y. SIGNED BY 


Telephone: OX ford 5-0500 
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Industry News in Brief 


Ampex Expands Program 


Redwood City, Calif.— Ampex 
Corp. has expanded its install- 
ment sales and lease programs to 
include the firm’s complete line 
of instrumentation and computer 
products. Now available under 
contract sales or lease plans are: 
fixed and portable laboratory 
recorders; fixed and portable 
wideband (4 megacycle) record- 
ers; airborne, loop, and digital 
recorders; and video tape tele- 
vision and audio recorders. 


New Rome Cable Unit 


Los Angeles — Rome Cable 
Div. of Aluminum Co. of Amer- 
ica has created a Special Products 
Facility at its plant here for the 
custom fabrication of electrical 
cables and cable assemblies. The 
new unit will be able to provide 
many highly specialized items. 
Among them: single cables of up 
to 4 in. diameter; cables with as 
many as 330 separate conduc- 
tors; special connecting devices 
reliable under severe environ- 
mental conditions, and unusual 
cable configurations. 


Todd Gets Barge Award 


Richmond, Va. — Reynolds 
Metals Co. has awarded a con- 
tract to Todd Shipyards Corp., 
Houston, Tex., for construction 
of the first aluminum barge to 
be built in the U. S. Scheduled 
for completion this year, the 
barge will be 971% ft. long, 35 ft. 
wide. The company claims it 
will be able to carry from 10% 
to 20% more cargo than a steel 
barge of the same size and draft. 
Designed to carry liquid chemi- 
cal cargos it will be leased to 
Industrial Marine Service, Mem- 
phis, Tenn., for use on the Ohio- 
Mississippi River systems to 
carry products of Diamond Al- 
kali Co., Cleveland. 


Dictaphone Signs Pact 


New York—-Dictaphone Corp. 
has taken another step toward 
diversification in the business 
communications industry with the 
signing of an agreement to serv- 
ice and market “Datafax” fac- 
simile equipment made by Stew- 
art Warner Corp., Chicago. The 
Datafax unit transmits all kinds 
of visual images, including photo- 
graphs, drawings, handwritten 
and typed or printed data from 
one office to another over tele- 
phone and inter-com lines, radio 
circuits or microwave channels. 


Autolite to Open Plant 


Toledo, Ohio—Electric Auto- 
lite Co. will open its third West 
Coast wire and cable plant on 
Mar. 20 at El Segundo, Calif. The 
26,000 sq. ft. facility will have a 
capacity of 500,000 ft. per day. 
The bulk of the plant’s produc- 
tion will be special wire and cable 
harnesses for air frame and space 
vehicle builders and special as- 
semblies for electronics manu- 
facturers. 


Dow to Expand Outlets 


Midland, Mich.—Dow Metal 
Products Co., a div. of Dow 
Chemical Co., will broaden 
market outlets for its aluminum 
mill products by creating a na- 
tional distributor network. First 
distributor to be appointed is 
R. J. Gallagher Co., Houston, 


Tex., which will stock aluminum 
pipes and tubes with outside 
diameters of %-in. up to 10-in. 
The system of distributors is ex- 
pected to supplement rather than 
replace the sales operation al- 
ready conducted by the Metal 
Products Co. at its Madison, III., 
plant. 


CAC Adds New Line 

Jackson, Tenn.—Consolidated 
Aluminum Corp. has: expanded 
its line of products to include 
aluminum foil laminations 


through acquisition of National 
Foil Co., Elizabeth, N.J. Con- 
solidated already is one of the 
nation’s largest suppliers of plain 
foil. National, which will operate 
as a subsidiary of Consolidated, 
has produced plain, colored and 
embossed paper laminations for 
the graphic arts industry for the 
past 23 years. 


Trans Equipment Buys 
Columbus, Ohio Trans 
Equipment Corp. has 


DO YOU 
KNOW 
WHERE 
YOUR 
CARGO IS 


Kingham Trailer Co., Inc., Louis- 
ville, Ky., a leading manufacturer 
of semi-trailer vans and flat beds 
Kingham had been operated 
since 1956 as a wholly owned 
subsidiary of Hercules Galion 
Products, Inc. Hercules will con- 
tinue to manufacture at Galion, 
Ohio, the dump trailer chassis 
formerly produced by Kingham. 
All the rest of the Kingham’s as- 
sets, however, including the 
Louisville factory, inventory, 
equipment, and the Kingham 
name, were included in the sale. 


Fairchild Expands 
Syosset, N. Y. Fairchild 


has become more deeply involved 
in the graphic arts business by 
purchasing one of the Los 
Angeles plants of Waste King 
Corp.’s Technical Products Div. 

The acquisition adds offset 
color printing presses to Fair- 
child’s existing line of electronic 
engraving and color separation 
equipment, teletype-setter de- 
vices and units for processing 
DuPont’s new Dycril _ plastic 
printing plate material. The 
transaction also included Waste 
King’s facilities for producing 
flight data recorders. It did not 
include, however, Waste King’s 
Valley Air plant at Van Nuys, 
Calif., or its B.B.B. plant in Los 


bought|Camera and Instrument Corp.| Angeles. 


RIGHT NOW 7 ...... 


you shipped it Flying Tigers. Tigers has a nationwide tele- 
type system that pin points your cargo from the moment 
it leaves your hands till the receipt is signed. This means 
you can promise delivery dates within the hour. And people 


like that kind of FIL 
dependability. tne 


LYING TIGER LINE 


ONLY TRANSCONTINENTAL AIRLINE SPECIALIZING IN AIRFREIGHT 


_ TERS 
. 
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A Roundup of Timely Information 
Designed to Help You 
Make Better Informed Decisions in Your Private Life 


Pre soon you'll have to make your annual accounting to Uncle Sam 


on income taxes. 
that: 


The rules are basically the same as last year, except 


1. You have two days of grace this time—until April 17—because the 15th 


falls on a Saturday. 


Safe, on-time deliveries are only 
part of the reason you should 
specify Flying Tigers. As the 
Airfreight Specialist, we do 
normally what others do nomi- 
nally or not at all. 

We carry freight only... not 
after passengers and baggage 
have been taken care of. That 
means that goods get to desti- 
nation faster — without delays — 
with Flying Tigers. 

Our fleet of trucks picks up 
and rushes your orders to 
revved-up and ready Super-H 
Constellations. Trucks are wait- 
ing at your end, too, to meet the 
deadlines you make. 

Flying Tiger Sales Repre- 
sentatives are in every major 
city, armed with schedules, rout- 
ings, and new packaging tech- 
niques that will save you time 
and money. They’ll show you 
how Tigers direct shipments will 
save on handling costs. How 
their minimum rates are way 
under most other airlines. 

And how you can ship many 
items at less cost than rail 
express! 


Compare these door-to-door 
delivery prices—per 100 Ibs. 
Then specify Flying Tigers 
on your next purchase order. 


eneepitee TIGERS 
TRANSPORTATION DEFERRED 


Los Angeles to 
New York 24.00 15.34 
San Francisco to 
New York 24.45 15.95 
TIGE 
Ss om we 
> @..% 
a? 
FREIGHT 


SPECIALISTS 


2. If you have dependent parents aged 


65 or over, all medical expenses you 
paid in their behalf (up to a ceiling of 
$10,000) may be deducted in full. Get 
form 2948 to report such outlays. Your 
own medical expenses, of course, are re- 
duced by 3% of your adjusted gross in- 
come. 


3. Contrary to an erroneous implica- 
tion in Internal Revenue Service litera- 
ture, the 3% rule also is waived for 
elderly husbands and wives filing a joint 
return if either one is 65 or older. (The 
literature had indicated that if one of the 
mates was under 65, his or her expenses 
wouldn’t be forgiven in full. Not so. 
Both are exempt.) 

By way of standard reminders: 


@ Everybody who has a gross income 
of $600 or more—minors included— 
must file a return (after 65, the figure is 
$1,200). 


@ If you can’t make your return in time 
for the deadline, get an extension by 
asking your District Director for form 
2688 and explaining why you need it. 
You'll probably wind up with 60 days of 
grace; but you will have to pay 6% in- 
terest for the duration of the delay. 


@If you have any doubts about joint 
vs. separate returns, figure your tax both 
ways to see which way is best. But re- 
member this: Should you and your wife 
file separately, both of you must use the 
same system—one of you can’t itemize 
and the other use standard deductions. 


If you plan to join the boating pa- 
rade this year, better bone up on the in- 
creasing list of regulations governing that 
type of recreation. For example: 


®@ Most boats must be numbered. In 
some cases the Coast Guard assigns the 
numerals; in others, the states do it. 
There isn’t complete uniformity on the 
type of craft involved. Alabama and 
Arizona—to name just two—require 
numbering of any watercraft, regardless 
of size or power. Other states (Michigan, 
for instance) include only motorboats. 
So check to see what your situation is. 
It’s a certain bet. though, that if your 
boat is powered by upwards of 10 hp. 
it must be numbered. 


© Be sure the fire extinguishers on your 
craft are O.K. The toxic type now is 
banned. Approved types are foam, car- 
bon dioxide, or dry chemicals. 


@ Don’t be careless about insurance, 
and don’t automatically assume that your 
homeowner’s policy will cover your boat 
on liability, fire and theft. Chances are 
it won’t if: 1) you have an inboard power 
plant over 50 hp.. or 2) an outboard over 
10 hp., or 3) a sailboat over 26 ft. If your 
present home policy doesn’t protect you, 
you can get the necessary coverage by 
paying extra (or you can, of course, buy 
a special policy). 


As a matter of fact, homeowner’s 
policies—which once blanketed just 
about the works (except your car)—are 
being worded somewhat more guardedly 
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in this frantic day of modern marvels.|considered more stylish and pleasing 
Here are two more items that have been|when antiques are mixed with it. So this 


put into a special class: has brought a new wave of purchasers 
@ Members of the National Bureau of |into the market. 
Casualty Underwriters no longer include Meantime, the Europeans—especially 


a permanent swimming pool under gen-|Germans—who had sold off their valu- 
eral home coverage—unless you pay ex-|ables when times were bad now are busily 


tra. buying them back again. 
® Ditto “karts” or “go karts” (child-| Purchase of antiques on an investment 
ren’s power-driven autos). If you want] basis is spreading. 
your youngster covered by liability insur-] Incidentally, if you are interested in 
ance off your own property, you'll have|this area, but haven’t much familiarity 
to make special arrangements. with it, you can start your acquaintance 
. 2 * by going to your public library and getting 
More apparent than ever at the big|some of the many books on the subject. 
antique shows this year are the world- . e e 
wide dimensions of the merchandise. Home-owners’ note: Mortgage money 


Thus India and Thailand—both of|is cheaper this year in most areas, but if 
which traditionally are leary about letting] you take advantage of the reduction to 
ancient objects out of the country (some-| buy or build, be sure you get two sets of 
times for religious reasons)—now are }ftitle insurance to your property. 
permitting a small trickle of exports.} It’s a common oversight to cover only 
Oriental, African, and Mexican antiques |the lender. You can buy insurance which 
are appearing in larger numbers, too. covers you, too, for very little extra. For 

Despite the additional wares, over-all|example: Inter-County Title Guaranty & 
prices are continuing their long upward| Mortgage Co. cuts the price of the 
trend. Here’s why: owner’s policy to 60% if he buys both 

Modern decor (Danish, for example) is|types simultaneously. 


“If you can't 
Stand the heat 
—Stay out 

of the kitchen’’ 


Ordinary Decals, when used as trade- 
MEYERCORD marks or operating instructions = 
roducts exposed to heat range o 
HEAT RESISTANT LINE 50°F to 220°F will discolor, dete- 
OF DECAL TRANSFERS riorate and disappear. 
Meyercord’s exclusive H-R line of 
H-R S-H-R transfers—Heat-Resistant—will with- 
Hest Sesteined Heat stand operating temperatures up to 
ee —— 1,000°F, Four different types of H-R 
transfers are available for the job. 
H-R-T H-H-R Write for Technical Bulletin No. 
Heat Resistant High Heat 600. For Heat-Resistant markings 
Tubes Resistant specify Meyercord’s H-R line. 


Write today ... on company letterhead, please 


the MEYER CORD.  €€0. pest. 6-353, 5323 w Lake Street, Chicago 44, 111. 


TOM BIGBEE SAYS: 


‘the finest pulp in the 
South goes into Marathon 
towels and tissue” 


Right here in Marathon Southern’s 
Naheola mill on the Tombigbee River, 
the finest timber in the South produces 
the finest towels and tissue used in any 
industrial washroom. These towels are 
soft, strong and absorbent. One will do 
the job of several ordinary towels. Mara- 
thon tissue is the symbol of softness with 
exceptional breakdown ability. Marathon 
dispensers, recessed or wall-mounted, as- 
sure foolproof dispensing with no waste. 
See your Marathon paper merchant for 
complete details. 


marathon (4) 


A Division of American Can Company 
MENASHA, WISCONSIN 


Single-, multi- or C-fold towels, bleached or unbleached. 


Service Roll or Dorsette Facial Grade Tissue. Dispensers, 


Freeport and Texas Gulf Sulphur Plan 
To Expand Molten Sulphur Shipments 


New York—Two major sul- 
phur producers are pushing plans 
to expand molten sulphur ship- 
ments to Atlantic coast. and in- 
land ports for trans-shipment to 
major market areas. 

Freeport Sulphur Co. has a 
$23-million program which calls 
for the opening of a terminal at 
Bucksport, Me., in late April or 
May, with others to be added 
later. Texas Gulf Sulphur Co. 
expects to have six molten sul- 
phur terminals in operation on 
the Atlantic coast by December. 

Freeport inaugurated coast- 
wise tanker service with delivery 
of 16,100 long tons of molten 
sulphur from Port Sulphur, La., 
to its new Tampa, Fla. terminal. 
This is said to be the largest 
shipment of liquid sulphur to 
date via ocean-going vessel. 

Freeport made its first inland 
delivery of liquid sulphur last 
December via barge to its Joilet, 
Ill., terminal. A facility at Wells- 
ville, Ohio, will open in a month. 

Texas Gulf Sulphur’s Tampa 
facility has a molten sulphur 


Stepan Delays Plans 


Northfield, 1il.—Stepan Chem- 
ical Co. says it is reconsidering 
previously announced plans to 
enter the “TEL” and “TML” 
field. The company said it has 
learned of a potentially important 
new advance in _ processing 
methods for the manufacture of 
these gasoline antiknock addi- 
tives. Action on the production 
plans will be delayed pending 
evaluation of the new data. 


Think 

of the 
savings to 
our 
customers 


Send your 
prints to 


( ETASCO’) 


—where America’s first 
successful Ironworks is lecated 


terminal, and it ships to a cus- 
tomer terminal in East Tampa. 
The company added a molten 
sulphur terminal to its Norfolk, 
Va., facility earlier this year, and 
recently opened a Carteret, N. J., 
terminal. It expects to complete 
two more, at locations as yet 
undecided, by the end of the 
year. 

Inland, it delivers molten sul- 
phur by barge to Cincinnati, 
Ohio, and to a customer terminal 
at East St. Louis. 


| Air Cargo Rates Cut | 


Denver—The ICC has ap- 
proved new lower rates for day- 
time movement of jet cargo by 
Continental Airlines from Los 
Angeles to Chicago. The rates, 
ranging to 30% below regular 
tariffs, cover 87 commodities. 

Shipments must be delivered 
to Continental between 2 A.M. 
and noon to,enable the com- 
pany to move the freight on its 
four daily daylight jet flights to 
Chicago. Continental said most 
cargo has been moving on over- 
night jet flights even though each 
daylight jet can also carry 20,- 
000 Ib. of cargo. 


Container Ship Schedule Suspended 


New York—Erie & St. Law- 
rence Corp. has suspended its 
six-month-old container ship 
service between Port Newark and 
Florida. 

The suspension became ef- 
fective with the departure of the 
“Floridian” from Jacksonville 
last Wednesday. The vessel’s 
sistership, “New Yorker,” was 
taken out of service several 
months ago. 

Competition for freight on the 
coastal route has been intense. 
In addition to vying with rail- 
roads and trucks, E&S has had 
to compete for cargo with 


another water carrier, Sea-Land 
Service, Inc. E&S had advertised 
third day delivery at Miami and 
fourth day at Jacksonville. 

Both the company’s ships are 
362-ft., twin-screw, diesel pow- 
ered vessels, capable of carrying 
199 containers and about 25 
automobiles. They were built by 
Maryland Shipbuilding & Dry- 
dock, Co., which received half 
of the stock of E&S as part pay- 
ment for the vessels. 

Raymond A. Campbell, direc- 
tor of sales and traffic, said E&S 
hopes to obtain capital through 
reorganization. 


NOW 
MORE 


GALVANIZED 


STEEL 
FOR 
MID-AMERICA 
FROM 


MIDWEST 
STEEL 


For one of the greatest steel-consuming areas of the country, 
galvanized steel will now be in greater supply. The source is 
close, the service is fast, and the quality is second to none. Because 
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Marietta, Ga.—When a pur- 
chasing agent at Lockheed Air- 
craft Corp.’s Georgia Div. wants 
to write or wire a vendor, he 
picks up his phone, dials a special 
number—and starts dictating. 

If the buyer specifies Western 
Union service for his message, 
it will leave the building in 15 
minutes. Regular correspondence 
is on its way in from six to four 
hours. 

TAKE A LETTER, MISS JONES: When there’s a com- COMMUNICATIONS ROOM: Here dictation isrecorded, This communications speedup 
munication to go out, Lockheed P.A. simply calls... transcribed by typist, and letter speeds on its way. is made possible by a new auto- 


MIDWEST STEEL | WEIRTON STEEL 
Portage, Indiana Weirton, West Virginia 


divisions of 
NATIONAL STEEL CORPORATION 


Weirkote, the modern continuous-process galvanized steel, is now 
being produced at our new Midwest Steel facilities in the Chicago 
area, as well as at our Weirton Steel division in the Pittsburgh area. 
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Dictating Letters by Telephone Speeds 
Communications for Lockheed P.A.s 


matic stenographic system that 
is tied in to the phones on the 
desks of the Georgia Div.’s 62 
buyers. 

Heart of the new system is the 
communications room on _ the 
second floor of the division’s 
purchasing-services building, 
which features a six-unit bank of 
Soundscriber units, two to six 
expert stenos, and a file of form 
letters to cover standard buyer- 
vendor correspondence _ situa- 
tions. 

Under the old, straight-dicta- 
tion system, Lockheed’s buyers 
used a staff of 28 stenographers, 
averaging a little better than one 
secretary to three P.A.’s. Dicta- 
tion involved waiting for a steno, 
exchanging small talk, and the 
inevitable interruptions by in- 
coming phone calls. 


Steno Costs Cut 80% 


Now there are fewer stenos 
required, no waiting to dictate, 
and best of all, say the buyers, 
no phone call interruptions, be- 
cause the phone is tied up with 
the dictation. Lockheed esti- 
mates that the new system cut 
stenographic costs by 80% and 
per-letter dictation time by an- 
other 66%. 

All the communication center 
personnel work at full steam 
these days to keep up with the 
average of 90 letters and wires 
per day sent to the company’s 
vendors. When a wire is phoned 
in to the communications room, 
it hits a special Soundscriber 
unit. Stenos watch these “wire” 
units carefully and as soon as a 
message is complete, cut a tape 
on it to be fed into a Western 
Union printer. 

With letters, the system gets 
more complicated. If urgency of 
the correspondence is too gfeat 
for a standard letter, but not 
enough to justify a wire, the 
buyer specifies “Airmailgram.” 
This resembles a telegram, and 
has the words “Urgent—Please 
expedite” at the top to convey 
a sense of immediacy. This form 
costs seven cents for postage. 

There’s another time-saving 
device in the system. A buyer 
dictates a complete letter only 
when there’s something unusual 
about the correspondence. But 
on three out of four letters he 
specifies a sample letter and 
merely fills in the blanks. In the 
communications center the ste- 
nographer pulls out the specified 
form letter and adds the rest of 
the information. 

There are three form letters 
for placing an open order; three 
for standard follow-up; three for 
requesting quotations, and one 
form to change responsibility for 
a previous commodity rejection. 


Goodrich Signs Up Firms 


Akron, O.—B. F. Goodrich 
Co. has served notice to the 
aluminum and wood industries 
that it plans to obtain a share 
for its plastic products of the 
$500-million-a-year storm win- 
dow and door market. As a first 
step, Goodrich has authorized 
15 firms to make and sell its 
vinyl plastic combination storm 
windows and doors. The com- 
pany claims they are competitive 
in cost with wood and aluminum 
products and require no main- 


tenance. 
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Trading Stamps Balked 


Cheyenne, Wyo. Trading 
stamp companies received an- 
other setback here when the Wy- 
oming Legislature adjourned 
without taking action on pro- 
posals to repeal a law which in 
effect bars them from operating 
in the state. 

Enacted in 1959, the law per- 
mits stamps to be issued only by 
individual merchants, each of 
whom must arrange to redeem 
them at his own store. Five bills 
were introduced at the recent 
legislative session. Al! the bills 
either were killed in committee 
or reported out with “do not 
pass” recommendations. 


NEW COMPACT TRUCK developed by Ford Motor Co. for the Army 
is the first to complete a new testing program established by the 
Department of the Army and the Ordnance Tank Automotive Command. 


Ford Gets Army Contract to Deliver 
7,000 Compact Military Carriers 


Dearborn — Ford Motor Co. 
has received a contract from 
the U.S. Army to deliver more 
than 7,000 units of its new, com- 
pact M-151 military truck, said 
to be the first to meet the Army 
Ordnance’s new performance 
standards. 

Ford worked more than eight 
years with the Ordnance Tank 
Automotive Command to de- 
velop a general-purpose person- 
nel and cargo carrier with < 
90% probability of covering 


NEWS FROM AO 


Now: One safety hat to meet All requirements 


Introducing the AO Dura-Guard ... 
an all-new safety hat designed for 
universal use. Shells and suspensions 
are molded plastic, without holes or 
metal parts. New Dura-Guard hats 
and caps meet or exceed all standard 
specifications, and every Dura-Guard 
may be used wherever dielectric pro- 
tection is required. Dielectric strength 
in accordance with E.E.I. specifica- 


- tions (April 1954) is available in in- 
dividually tested hats and caps. 

The injection molded shell is of uni- 
form thickness throughout critical 
areas. Plastic suspension and headband 
are lightweight, comfortable, long- 
wearing, nonconductive, easy to clean. 
Headband adjusts on both sides to stay 
centered in shell, eliminate floating. 
Sweatband can easily be slipped out 


Your Surest Protection...AQ SURE-GUARD Products 


American © Optical 


COMPANY 


for cleaning without removing any other 
part, is made in telescoping halves for 
comfort and economy. Front half, 
which tends to soil or wear first, can be 
replaced at minimum cost. 

For full information on these and 
the many other Dura-Guard features, 
contact your nearest AO Safety Prod- 
ucts Representative, or write for 
Folder S-1456. 


SAFETY PRODUCTS DIVISION + SOUTHBRIDGE, MASSACHUSETTS 
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10,000 miles without any main- 
tenance other than replacement 
or adjustment of minor parts, 
and 20,000 miles without failure 
of any of the components. 

The quarter-ton M-151 re- 
cently completed testing at 
Aberdeen, Md., and Fort Knox, 
Ky. Six vehicles completed 
20,000 test miles, eleven covered 
an average of 13,000 miles, and 
two traveled throughout the 
country on 50,000-mile tests. 
None required more than “nor- 
mal maintenance,” according to 
OTAC. 

The M-151, with its four- 
cylinder gasoline engine, has a 
cruising range of 300 miles and 
can carry four men and their 
combat equipment at 60 mph. 
It will start and perform at tem- 
peratures from —65 F to 125 
F, and, equipped with snorkels 
for air intake and exhaust, will 
operate when submerged in 
fording hard-bottom water cross- 
ings. 

Ford reports that, compared 
with the previous quarter-ton 
military vehicle, the 2,300-Ib. 
M-151 is lighter, more than 6 
in. shorter, has a higher power- 
to-weight ratio, 30% more cruis- 
ing range on the same fuel load, 
improved riding comfort, and 
26% more cargo space. 


Trucking Firm Accused 


As Dummy’ Corporation 


Los Angeles—The California 
Public Utilities Commission has 
cancelled the operating authority 
of Avram Transportation Corp., 
Montebello, a radial highway 
common carrier. 

In its decision, the PUC said 
the carrier was a dummy cor- 
poration set up to assist Avram 
Lumber Co. in obtaining trans- 
portation between points in the 
state at less than minimum rates. 
The transportation company did 
this by designating other carriers 
as subhaulers when they actually 
were prime or principal carriers, 
according to the PUC. 

The PUC_ directed both 
Avram companies to review 
their transportation records and 
nay the “subhaulers” the dif- 
ference between the lawful mini- 
mum rates and the amounts they 
actually received during the 
period Jan. 1, 1959, to Feb. 14, 
1961. 


Chicago Revises Bidding 
To Ease Unemployment 


Chicago—The City of Chicago 
will streamline its bidding pro- 
cedures to get public works con- 
struction started sooner than 
planned to help cut unemploy- 
ment in the area. Mayor Richard 
Daley said that by April 1, he 
hopes to have jobs started that 
had been scheduled for July. No 
specific policies for the speed-up 
have been announced, except 
the assurance given that red tape 
on bidletting would be cut. 

“It now takes us a minimum 
of two months to assign a con- 
tract after awarding to the low 
bidder,” a job works spokesman 
said. But by streamlining checks 
on contractors’ financial respon- 
sibility and fitness, the depart- 
ment believes it can reduce this 
time to two or three weeks. 
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NYLAFLOW® Pressure Tubing Sintered Parts of FLUOROSINT® 
and Hose TFE-fluorocarbon base composition 
NYLASINT® Sintered nylon parts 
and FERROTRON® ferromagnetic 

material 


NYLATRON® GS Nylon Injection CORVEL® 


Molding Compound Fusion Bond Coating Materials 
WHIRLCLAD* Coating System 


industrial plastics 


Economical, POLYPENCO stock shapes in nylon, Teflon 
and other engineered industrial plastics are unmatched 
for consistent high quality .. . and they are available 
in the widest range of shapes and sizes obtainable 
anywhere. 

Polymer’s specialized engineering help and Fabri- 
cated Parts Service offer you dependable, cost-saving 
production and end product economy. Nationwide 
warehousing means immediate delivery. Detailed 
technical data and complete application information 
are available on all POLYPENCO materials and services. 

And there’s a helpful Polymer representative as 


close as your telephone. Why not give him a call, 
right now! 


*Polymer Corporation Trademark 
+DuPont Trademark for fluorocarbon resins 
tHercules Powder Co. Trademark for chlorinated polyether resins 


The Polymer Corporation of Penna. 
Halex Corporation 

Molding Resins Division 

Whirlclad Division 


subsidiaries and divisions of 


THE POLYMER CORPORATION 


Reading, Pennsylvania 


Export: Polypenco, Inc., Reading, Pa., U.S.A. 
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Make-or-buy issue arose at Harnischfeger when check of production line showed 
about 60% of parts used to make excavators were bought outside. 


ey oes 
s Suppliers examined display, sug- 
gested 161 ways to save money. 


~ 


Hosters: Corp. has bridged the inter- 
departmental gap between purchasing, 
engineering and costing with a high-powered 
special task force. By pooling the talents of a 
buyer, a design engineer, and an industrial engi- 
neer in a tightly-knit group. Harnischfeger can 
blitz almost any problem in procurement or manu- 
facturing. 

The group is called the make-or-buy committee, 
but its diverse creative talents have been applied 
to value analysis, process economics, equipment 
disposal and other varied problems. 

The three-man team operates informally, work- 
ing closely together, instead of bogging down in 
interminable meetings and parliamentary wrangles 
as do most committees. And it produces results: 
$50,000 of cash savings in its first 10 months 
instead of reams of paperwork. And it looks as 
if the group will handily make its goal of 
$150,000 savings for the first year of operation. 

The Harnischfeger make-or-buy committee 
works because it is small—three members; 
flexible—concentrates on its own specific job, 
without the daily pressure of buying or engineer- 
ing; and has a goal—set in dollars and cents by 
top management. 

Also, its three members have a package of 
skills that cut across department boundaries. 
Earl Collins, purchasing representative, has been 
a buyer for 18 years, with experience in parts, 
tools, and capital equipment. Joseph Radke has 
15 years experience with Harnischfeger as a 
design engineer, and Elmer Brown six years as 
an industrial and process engineer. 
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y) A task force, including P.A., engi- 
neer, cost man, tackled problem. 
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& Success of program inspired task force to set up monthly displays of products (such 
as hoists, above). These netted 524 quotes, $4,500 savings. 


Thus on each project there are men right at 
hand who can give authoritative facts, figures, 
and opinions, representing their departments’ 
viewpoints. And, because they are engineers, 
buyers, and cost men, they can talk the language 
of their departmental brethren on queries for 
further information, and can carry recommenda- 
tions back to them with a minimum amount of 
human relations static. This means proposals be- 
come operating realities without roadblocks. 

The committee has the enthusiastic backing 
of top management, including Purchasing Direc- 
tor R. E. Anderson, as well as the support of 
plant operating personnel and engineers. Though 
the group has been operating only since April, 
1960, it has made such a good record that it 
finds itself inheriting problems ranging from value 
analysis and standardization, to process eco- 
nomics and equipment disposal. 


Group Cuts Red Tape 


The group’s flexibility and package of diverse 
skills gets it into the problem quickly—and up 
with an answer with a minimum of red tape and 
reports. Recommendations are passed on to 
Anderson, on the purchasing side, and to plant 
operating and engineering chiefs on the other. 

The committee’s first project illustrates the 
speed and results of the task force approach. 
The group took about a month to set up the parts 
breakdown and display for the excavator (see 
photos) in an unused 2-bay portion of the 
Harnischfeger West Allis, Wis., plant. Some 
3,200 separate items went into the display—from 
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Make-or-Buy Task Force Piles Up Savings Vi. 


the smallest fastener to a 15,000-lb. counter- 
weight. This required coordination between 
many people—parts from Stores and Production, 
drawings from Engineering, and lots of legwork. 
Earl Collins said there were some barriers to 
overcome. “For a project like this you have to 
have the backing of top management. Somebody 
has to be the heavyweight.” 

Then Purchasing Director Anderson sent in- 
vitations to 433 suppliers to view the display, 
and 365 attended. At the same time operating 
management arranged for Harnischfeger shop 
formen, engineers, and top management to view 
the display. This effort was to elicit better 
“make” ideas from Harnischfeger’s own _per- 
sonnel. 


On the Spot Inquiries 


Some 160 inquiries were received on the spot, 
with a total of 2,500 items up for quotes. Collins 
noted, “Suppliers were very active, with five or 
six quoting on the same item.” The competition 
alone couldn’t help but produce savings—and 
some $8,000 was realized from the program. 
Now there are many suggested changes of ma- 
terial or methods in the works which should total 
even more. 

Elmer Brown notes that the snowball effect 
helped move the committee on to other projects. 
“The suppliers’ inquiries directed our attention 
to other areas. With a project like this, you 
don’t stop with a few items. You have to review 
the whole package.” 

Next the group attacked a small-sized product 
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3 Solution: a display of 3,200 excavators parts to give 365 vendors and all Har- 


nischfeger personnel a chance to find better ways to make and buy. 


7 Complete specs, drawings, box 
for inquiries, also are provided. 


g Displays are located outside Purchasing Department, where visting salesmen can 
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see. Electrical equipment, a $2-million-plus item, is the latest. 


Via Product Displays at Harnischfeger Plant 


(but important in sales volume)—the firm’s elec- 
trically driven hoists. A “P & H Parts” display 
board was set up at the cost of about $1,500. 
The display was designed so that it could be 
changed quickly on peg-boards and brackets, and 
it was located outside the Purchasing Department 


so that salesmen could review the parts as they , 


went in for calls. Other vendors were invited to 
inspect the hoist parts on the board, and 63 
quoted on 524 items. Total savings: $4,500. 

The group has had two more parts projects— 
a display on hydraulic fittings and hoses, with a 
saving so far of $3,000, and a potential for more 
through standardization; and electrical equipment 
(see above), a major dollar item for Harnischfeger 
—which purchases more than $2-million a year. 

Other projects have involved the group where- 
ever there has been a need for common applica- 
tion of purchasing, engineering, and cost knowl- 
edge. For example, the group spotted a large 
bin of copper waste on its regular monthly 
idea-hunting plant tour. The waste came from a 
copper commutator segment that required further 
machining in addition to the work done by the 
supplier. Fifty per cent of the part went into the 
scrap barrel, with a relatively poor scrap value 
recovery. The committee found that the vendor 
could do the machining—and pass.on a $10,000 
net saving from the scrap, too. 

Another saving came through adroit purchas- 
ing-engineering cooperation. The group found 
that a heavy, expensive length of machine chain 
was used to support the control boxes on over- 
head cranes. 
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This had been standard Harnischfeger practice 
for years. The group discovered that a purchased 
pressed metal chain similar to sash chain could 
do the job as well at much lower cost. Engineer 
Radke checked it out with his department—and 
the product engineer accepted his recommenda- 
tion. Score: A saving of $3,000 a year. 

Radke commented, “It’s important to have 
an engineering-minded committee member who 
can talk to the product engineers and get them 
to see what you can do.” Collins agreed, “It’s 
important that people have confidence that the 
task force can do the job.” 


Sell Die Casting Machine 


He pointed to a die casting machine that has 
been a Harnischfeger headache. It was busy only 
22 weeks of the year, and the company needed 
the space for other projects. “We were told to 
get rid of the die caster, so we sold the machine 
to a vendor who now supplies the same part to 
Harnischfeger.” This task took the group into 
process economics, overhead costs, and the ability 
of the vendor to meet the finm’s standards of 
quality and delivery. The savings will be about 
$13,000 per year. 

Elmer Brown provided valuable cost and in- 
industrial engineering information here, as in 
other make-or-buy situations. According to 
Brown, the group uses these steps: 

(1) Find where your parts are high in cost. 

(2) Give the Harnischfeger shop a chance to 

compete on cost. 

(3) Get outside suppliers’ costs. 
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(4) Submit evaluation to top management, 
thoroughly documented, for decision based 
on over-all company economics. 

“You have to be persistent on these points,” 
says Brown, “and hit it again from every angle. 
You must explore the impact on overhead, labor 
problems, and accounting.” 

Collins, Brown, and Radke explained that the 
way their committee was set up helped weld them 
together as an effective task force. Management 
wanted a make-or-buy committee, and the three 
department heads picked a man for the group. 
“They wanted three viewpoints, and knew we 
would have disagreements,” said Collins, “but 
this would give us an approach that would com- 
bine our talents.” 

The men were told of their selection, and then 
asked to write up a plan of action of what they 
should do. The next day Collins, Brown, and 
Radke sat down in a room and did just that— 
though no such committee had worked this way 
before at Harnischfeger. This organized approach 
took the form of a flow chart of actions and 
procedures. “It has kept us out of witch hunts,” 
says Collins. 

Now the group operates much as it did on its 
day of birth, with members in the same office. 
They are still on their home departments’ staffs, 
however. Definite savings goals give them a way 
to judge progress according to their own op- 
erating plan, and their success so far has won 
support of management. Collins points to the 
major factor of their success story: “Stay out of 
paperwork.” 
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This Changing Purchasing Profession 


Irving R. Dedow, Jr., was named to 
succeed Herbert H. McKeague as di- 
rector of material control, Motor Wheel 
Corp., Lansing, Mich. McKeague was 
made general manager of the firm’s newly 
formed Agricultural and Industrial and 
Special Products Div. Dedow will retain 
also the title of director of purchasing. 


1. R. DEDOW, JR. 1. W. TUTTLE 


Irving W. Tuttle has joined Ludlow 
Papers and Ludlow Plastics, divisions of 
Ludlow Corp., Needham Heights, Mass., 
as director of purchases. He previously 


purchasing and A. J. Rosalina, who is in 
charge of tool buying, Geo. Worthington 
Co., Cleveland, have been elected di- 
rectors of the firm. 


James C. O’Connell has resigned as 
Wyoming state purchasing agent to join 
the staff of Sen. Joseph Hickey, (D-Wyo.) 
in Washington, D. C. 


William J. Straccia joined Planetron- 
ics, Inc., Easton, Pa. as purchasing agent. 
He had been a buyer for the Magnetic 
Windings Div., Essex Wire Products Co., 
Easton. 


R. C. Craig has been advanced to 
purchasing agent at Weirton Steel Co., a 
division of National Steel Corp., Weirton, 
W. Va., succeeding James McNeal, who 
retired after 41 years’ service. W. W. 
Priest, buyer, takes over Craig’s former 


post, assistant purchasing agent. 


Warren Parker has been made man- 
ager of purchasing for James Mfg. Co., 
Fort Atkinson, Wis. He replaces Forrest 


served as assistant director of purchases} C, Touton, who was named director of 
at Hudson Pulp & Paper Co., New York.| the firm’s value analysis program. 


, . | Richard G. Bannasch was appointed 
Julius E. Spector has been named vice} ...:. ieee 
president purchasing at Sun Chemical aeuniant meemager of pucchesing. 
Corp., N. Y. Formerly vice president of 
the paints and finishes group, Spector will 
head the firm’s purchasing department 
which has been reorganized into a 
centralized operation. 


Alfred S. Dubinsky has been advanced 
from director of purchases to vice presi- 
dent—raw material purchasing, Alloys & 
Chemicals Corp., Cleveland. 


James G. Miller, purchasing agent for 
Beauty Counselors, Inc., Grosse Pointe, 
Mich., was elected to the new post of 
assistant vice president in charge of Pp 
purchasing. 


FAST / 


Your hack sawing machines will produce faster cutting-off on all types of work when 
they are equipped with unbreakable Marvel High-Speed-Edge Hack Saw Blades. 

Why? Because these are the biades specifically designed to take the high speeds and 
heavier feed pressures demanded by today’s production schedules. 

What's more, your operators know—or will soon learn—they can increase speed and 
pressure without endangering themselves or the machine, because these are 
unbreakable Marvel High-Speed-Edge Blades . . . the blades that have set the 
standard for ali other blades to match—if they can. 

Ask for Marvel High-Speed-Edge Hack Saw Blades by name and you can be sure 
you're getting the unbreakable blades designed to give you maximum accuracy and 
speed in your cutting-off operations. Leading Industrial 
Distributors have Marvel Blades in stock. 


Write for the latest Cutting Too! Bulletin 
and the name of your nearest Marvel Distributor. 


MARVEL = SAWS 


ARMSTRONG-BLUM MANUFACTURING CO.:+ 5700 Bloomingdale Avenue - 


WARREN PARKER RODGER EARLEY 
BETTER MACHINES : 
SETTER BLADES Rodger Earley, purchasing agent for 
alo Alto Engineering Co., Palo Alto, 
Calif., has been elected assistant secre- 


SRG SS See E. R. Hennen, manager of hardware| tary of the firm. 


Segments of new 
23 ALUNDUM abrasive . .. 
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Surface grinding gets a real perform- 
ance-lift from Norton — combined 
with a definite economy! 

Newest development for segments 
for vertical spindle surface grinders is 
23 ALUNDUM abrasive. 

This is no ordinary aluminum oxide. 
Here you get premium toughness and 
sharpness — plus the friable nature 
that eliminates dressing. 

Two other big advantages are versa- 
tility and uniformity. 23 ALUNDUM 
abrasive is ideal for surface grinding 
carbon steels, mild steels, stainless 
steels, Meehanite and aluminum. And 
to this broad range 23 ALUNDUM seg- 
ments bring maximum uniformity of 
performance — the results of a two- 
year Norton project to develop the 
closest ible duplication of struc- 
ture and dimensions. 


Users already know these benefits 


Segments of 23 ALUNDUM abrasive 
have had thorough test runs from “ See: 
coast to coast. The following reports eS : lot @E 
from Norton surface grinding cus- 
tomers are typical: 


« “With the new segments we get 


freer cutting and higher production 
rate.” 


“Very good on all our metals. Re- 
quired no dressing.”’ 

“No burn, even with full power. Better 
finish, lo life on all metals. 
We’re standardizing on ‘23’.”’ 
“Best segments we've ever used for 
anne purposes, including chrome 
Pp 


*‘Much less dressing, faster cut, less 
heat.”’ 


Find out how 23 ALUNDUM segments 
can benefit your own production. See 
your Norton Distributor about a test 
run in your plant. Or your Norton 
Man will give you plenty of facts 
about this big, new advancement in 
surface grinding. NORTON COMPANY, 
General offices, Worcester 6, Mass. 
Plants and distributors around the 
world. w-2002 
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*Trade-Mark Reg. U. S. Pat. Off. and foreign countries 


Making better products...to make your products better 
NORTON PRODUCTS: Abrasives « Grinding Wheels « Machine Tools + Refractories » Electro-Chemicals 
BEHR-MANNING DIVISION: Coated Abrasives « Sharpening Stones « Pressure-Sensitive Tapes 


ta ee 


...a point of difference 
when you buy die castings 


You're probably not interested in high-sounding 
claims about ‘‘capacity’’ . . . and we don’t make 
them. But we know that the capacity you want must 


be a realistic part of your own production and pur- 
chasing patterns. 


That's why Precision Castings Company is geared to 
provide your specific die casting capacity with: 


facilities — to handle standard or special 
jobs with established production methods 


people — who've been with us a long time 
and know how to keep your job moving 
and get it finished on time 


single responsibility — with large volume 
capability that saves you the inconvenience 
of multiple orders to different shops 


engineering — to help you save money by 
adapting practical modern die casting 
methods to your design 


Of course, capacity is only one of “‘the four points 
that make the great difference’’ when you buy Pre- 


cision die castings — QUALITY ... CAPACITY... 
SERVICE . . . and PRICE. 


Our main job is to see that you get what you pay 
for in all these areas, and prove that Precision Cast- 
ings is your best source for die castings. 


+ 


PRECISION CASTINGS COMPANY 
\ oe DIVISION OF PRECASCO CORPORATION 


CUEBEVELAN ©, On 10 ee PAVE FPVEVILAE. N . 


CAPACITY is corporate 
strength... the dynamic 
combination of human abili- 
ties, manufacturing equip- 
ment, financial stability and 
| proper organization that meets 
production requirements of 
, any volume within the time 
~* specified by the buyer. 


DIST. 4 V.P.: Glenn Baumhardt 
(2nd from 1) visited Kalamazoo 
Valley Assn. last month. Pictured 
with him: (I-r) James Donahve, 
dir. of nat. affairs; Emil Sokolow- 
ski, chairman-prof. dev. com.; 
and Paul Barthold, pres. Meeting 
honored past presidents who 
received personalized wall 
plaques: Harold Barron, 1928; 
Charles Yonkers, 1929; Robert 
Milroy, 1933; Erwin Scharer, 
1939; Rollie World, 1942; Robert 
Aldrich, 1944; Wayne Crotty, 
1947; Donald Corre, 1949; Jack 
Hartung, 1950; Earl Nelson, 
1953-54; Edward Wilbur, 1954- 
55; Robert Johnson, 1955-56; 
Samuel Foltz, 1956-57; Howard 
Dean, 1957-58; Clifford Gallaher, 
‘58-59; James Donahue, ‘59-60. 
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Rochester P.A. Association Tackles 


Value Analysis at 


Rochester, N. Y.—A double- 
header VASCO program high- 
lighted the latest meeting of 
Rochester Purchasing Agents 
Assn. 

The opening session was an 
afternoon workshop on how to 
set up a value analysis and stand- 
ardization program. It was fol- 
lowed by the group’s regular 
monthly evening meeting at 
which C. M. O'Grady, consult- 
ant-value service, manufacturing 
services div., General Electric 


Double Workshop 


Co., discussed production cost 
savings resulting from value 
analysis at his company. 

O'Grady warned Rochester 
P.A.’s not to be swayed from 
setting up such a program by 
such negative attitudes as: “We 
tried that before,” or “Top man- 
agement will never go for it.” 

He defined value as “the low- 
est price one is willing to pay for 
service of function at a given 
time and place at the desired 
price.” 


Special Workshop 


More than 30 members turned 
out for the pre-meeting special 
workshop aimed at determining 


4 how to apply cost reducing tech- 


| manufacturers to 


How TEXACO’S NEW “STOP LOSS” PROGRAM 
helps cut plant-wide maintenance costs 
as much as 15% 


A Texaco ‘Stop Loss” Program organizes lubri- 
cation throughout the plant—from purchasing 
on through actual application. By specifying 
multi-purpose lubricants and by eliminating 
duplication, a “Stop Loss” Program can reduce 
the number of lubes needed by as much as 
50%. By streamlining purchasing procedures, 
the Program can cut purchase orders by as 
much as 80%. 


Best of all—by assuring proper lubrication to 
every piece of equipment throughout the plant, 
a “Stop Loss” Program helps extend parts life 
...@liminate unscheduled downtime. Result: 
plant-wide maintenance savings up to 15%. 


Why not find out how your operation can 
benefit from a “Stop Loss” Program? It’s com- 
plete, easy-to-install and especially adaptable 
to purchasing’s point-of-view. Our free booklet 
describes the Program in detail. Get your copy 


by writing: 


Texaco Inc., 135 East 42nd Street, New 


York 17, N. Y., Dept. PW-21. 


TUNE IN: Texaco Huntley-Brinkley Report, Mon. through Fri. NBC-TV 


TEXxACO( 


Throughout the United States 
Canada * Latin America * West Africa 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 
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niques without reducing product 
quality. Warren Smith, purchas- 
ing agent, Stecher-Traung Lith- 
ographic Corp., was program 
chairman. Speakers included 
Edward Drew, purchasing agent, 
Solvay Process Div., Allied 
Chemical Co., Syracuse, N. Y., 
and Dist. 8 VASCO chairman; 
and E. Philip Kron, assistant di- 
rector of purchases, Kodak Park 
Works, Eastman Kodak Co., 
former VASCO national vice 
chairman. 


Electronics Expert Gives 
Tips to Washington P.A.'s 
On Purchasing of Diodes 


Washington — Diode buyers 
should make sure they know 
what they’re buying, so they don’t 
pay for more than they actually 
need, an electronics expert told 
a group of P.A.’s here. 

Frank Bigda, eastern sales 
manager of Transitron Elec- 
tronics Corp., Wakefield, Mass., 
said diodes often are designed to 
tighter specifications than are ac- 
tually required, which he de- 
scribed as an “extremely costly 
luxury to many concerns.” Buy- 
ers unfamiliar with diodes 
should not hesitate to go to 
make sure 
equipment is designed for the 
job to be done. This will also 
help hold costs down, Bigda said. 

Diodes are used for switching, 
rectifying, and regulating in elec- 
trical circuits. 

Bigda’s comments came at a 
seminar on value analysis spon- 
sored by the Purchasing Agents 
Association of Washington, D. C. 


IMS Schedules 
‘Improvement’ 


Annual 
Contest 


Chicago — Companies with 
new ideas for reducing costs 
through methods improvement 
are invited to enter 16mm “be- 
fore and after” films of their 
achievements in the Industrial 
Management Society’s annual 
Methods Improvement Contest. 

The IMS will award trophies 
for the three best entries in five 
classifications. Winners will be 
announced during the Society’s 
25th Anniversary Industrial 
Engineering and Management 
Clinic here Nov. 1-3. 

Rules and regulations for the 
contest, which also is open to 
student groups in colleges and 
universities, can be obtained 
from IMS, 330 S. Wells St., 


Chicago 6, Ill. 
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Lady P.A.'s Curiosity Nets Saving for Military 


Hyattsville, Md.— Take a 
woman with a normal amount of 
feminine curiosity and make her 
a purchasing agent, and things 
are bound to happen. The Fed- 
eral Government did just that, 
and found itself saving $71,000 
every year. 

The woman, Mrs. Agnes Davis 
of Hyattsville, suggested to the 
Navy a change in specifications 
for a precision hand tool. She’s 
now $585 richer—and the gov- 
ernment and the nation’s tax- 
payers will continue to profit 
yearly from her idea. 

Similar ideas by Dept. of De- 
fense civilian employees saved 
$61.2-million in labor and mate- 
rial costs last fiscal year through 
76,606 “pay-off” ideas submitted 
under the Armed Services’ em- 
ployee suggestions program. 

Mrs. Davis’s curiosity stemmed 
from her work in the Navy Pur- 
chasing Office in nearby Wash- 
ington and the seemingly iron- 
clad specifications that buyers 


Canadian P.A.'s to Hold 
36th Annual Conference 
In Toronto May 29-30 


Toronto — The 36th annual 
Canadian Purchasing Conference 
here, May 29-30, will center 
around an educational program 
aimed at improving purchasing 
operations and a products dis- 
play featuring 80 exhibitors. 

Close to 1,000 industrial and 
government buyers are expected 
to hear opening speaker E. D. 
Loughney, president of British 
American Oil, discuss “Manage- 
ment Looks at the Purchasing 
Function.” 

The conference will 
workshops on data 
and value analysis. The data 
processing session will cover 
such points as automatic ordering 
and expediting, automatic re- 
conciliation of invoices and as- 
sociated functions. Automatic 
purchase order writing will be 
shown on the new IBM 870 
document writer. At the value 
analysis session, the Canadian 
General Electric Co. will put on 
an actual demonstration by a 
trained team of their personnel. 


NAPA Considers Pact 
With P.A’s Overseas 


San Francisco—NAPA mem- 
bers may find themselves joining 
forces with P. A.’s of other lands. 

Association president Paisley 
Boney told Northern California 
Assn. members that a proposed 
international federation of pur- 
chasers was being considered. 

He said initial membership 
would include the present 
NAPA, a European association, 
and associations from India, 
Australia, New Zealand and 
some countries of South Amer- 
ica. Boney said he plans to at- 
tend workshops in eight Euro- 
pean nations this spring. 

“Purchasing men can learn a 
lot from nature,” said Boney. 
“Nature can’t survive without 
cross-fertilization. Nor can pur- 
chasing men survive without the 
exchange of ideas.” He lauded 
NAPA as the chief forum for 
such exchange saying, “If dues 
were $1,000 per year instead of 
$18 my company would still say 
it’s worth it.” 


feature 
processing 
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such as herself were required to 
follow in purchasing tools. 

One of her problems was a 
machinist’s combination square, 
an ingenious device with detach- 
able parts. Specifications for this 
tool clearly called for the use 
of expensive forged steel, but 
bidders were rejected because 
they planned to use cast iron. 

Mrs. Davis’ curiosity and her 
desire to get the best value for 
Uncle Sam led Mrs. Davis to 
question the specifications to de- 
termine whether they could be 
changed to lower-cost cast iron as 


vendors suggested. She learned 
that forged steel was used for its 
superior durability, but that steel 
hardness didn’t matter in this 
case since precision tools are 
normally handled with great care. 

She also found that cast iron 
had another advantage. If the 
forged steel component was 
bumped, its accuracy was im- 
paired; this wasn’t true of cast 
iron. She discovered yet another 
way to save money: make the 
protractor nonreversible, since 
the reversible feature wasn’t 
needed that much. 


MRS. AGNES DAVIS: When bidders kept getting rejections because 
they failed to meet government specs, she determined to find out why. 


Even if you ripped out half your fixtures... 


you'd still get more light with Sylvania VHO Powertubes! oo 


Or you could get 2/2 times more light with the same number 
of fixtures you now have! Sylvania VHO (Very High Out- 
put) Powertubes are that much brighter than standard flu- 


orescents. Yet they’re only 1/2 


Easy to maintain 


” in diameter. Light in weight. 


(smooth tubular surface doesn’t have 


nooks and crannies to catch dust which dims light). 


And every one comes with this exclusive money-back guar- 


antee: * 


If at any time a Sylvania Fluorescent Lamp fails in 


your opinion to provide better performance than any other 
brand fluorescent lamps, on the basis of uniformity of 


‘ 
h 


Yi 


Purchasing Week 


performance, uniformity of appearance, maintained bright- 


ness and life, it may be returned to the supplier 
refund of purchase price.” 

Only Sylvania gives you this Certified Performance 
Policy. It’s your assurance of lowest TCL (Total 
Cost of Lighting), which means cost of lamps plus 
power plus maintenance. Get the pluses Sylvania 
offers. Call your representative now. Or write Lighting 
Division, Sylvania Electric Products Inc., Dept. 46, 
60 Boston St., Salem, Mass. In Canada: Sylvania Electric 
(Canada) Ltd., Montreal. 


for full 


SYLVANIA 


LA 


Subsiaiary of GENERAL TELEPHONE & ELECTRONICS ‘sx3) 


The Case 
of the 
Lamentable 


Lithographs 


HOW WOULD YOU SOLVE IT? 


Buyer Said the Machine He Got Was No Good; 
Seller Said, ‘Perhaps, but You’re Stuck With It. 


Actions open to a buyer when he receives goods of inferior 
quality often depend on whether the merchandise has become his 
property. 

The knotty issues of sales contract law became entangied in a 
deal between a steel products company and a can-making firm 
that wanted to sell some of its used lithographic equipment. The 
purchasing agent of the first firm arranged for and signed a con- 
tract under which the seller was to dismantle his machines, 
replace some old quick-drying attachments with a newer type, 


and ship the equipment, freight pre-paid, to the purchasing com- 
pany. All together, seven pieces of equipment were involved. 
When the first machine was installed and delivered, the pur- 
chaser discovered it was not capable of doing the work the ven- 
dor had said it would. Phone calls, letters, telegrams, and per- 
sonal conversations followed, and many offers and counter-offers 
of settlement were made. But none was acceptable, and the 
purchaser finally rescinded the order for all the equipment. 
“You can’t rescind the order,” the vendor said. “The ma- 
chines became yours when you signed the contract. Furthermore, 
you retained one machine and didn’t offer to return it immedi- 
ately on discovering that it wasn’t suitable. 
“You can take that machine 


Take a good look at the pictures. 
They show you where your savings 
really start —with the inner and 
outer uniformity of wires and 
strands. Unseen, but of utmost im- 


We put a lot of work into it 
You get a lot of work out of it 


inside and outside — is the extra 
working factor that pays off on 
the job for you. Find out more 
from your wire rope distributor, up to handle ‘mathematical 
or write for free booklet to Roebling’s 


back now,” answered the P.A. 
“It’s your property, not ours. 
And as long as it’s yours, we can 
cancel the contract.” 

Thus, the issue involved inter- 
pretation of the law of sales con- 
tracts. But instead of going to 
court, the parties invoked the 
arbitration clause of the sales 
contract, which brought the mat- 
ter before three lawyers selected 
from panels of the American 
Arbitration Assn. 


What’s Your Answer 


If you sat as a member of 
the arbitration panel on this 
case, how would you adjudi- 
cate the issues? 

Make your own decision. 
Then turn to Page 49 and 
learn how the expert arbitra- 
tors solved the case. 


Electronic Computer 
Outshines Engineers 
In Designing a Plant 


Houston—lIn a test of man vs. 
machine, an electronic computer 
won handily by designing a 
chemical plant costing from 
$250,000 to $600,000 less to 
build than the best design by a 
group of engineers. 

A research team of engineers 
and mathematicians at Shell Oil 
Co. has devised a system of logic 
by which the computer is used to 
design the most efficient plant 
needed to produce any type of 
chemical. Savings racked up by 
the machine total 5% to 6% of 
the total construction costs. 


Cuts Production Cost 


The plant designed by the 
computer will produce ethylene 
oxide, used in making antifreeze. 
The computer’s design also re- 
duced the cost of producing the 
chemical by 5% to 10%. 

The initial parts of the new 
computer program were tested 
on a process to produce poly- 
isoprene, the synthetic twin of 
natural rubber, and on the design 
of plants used to produce gaso- 
line. Similar savings were found 
for these processes. 


‘Cheops’ 


The system of logic, called 
Cheops (for Chemical Engineer- 
ing Optimization System), is set 


models for each of the units used 
to manufacture chemicals. The 


portance is the extra high strength of 
Roebling Royal Blue Wire Rope. Quality — 


Wire Rope Division, Trenton 2, N. J. 


John A. Roebling’s Sons Division 
The Colorado Fuel ond tron Corp. 


Fe CPE CEG ae eS ® Branch Offices in Principal Cities 
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units are tied together by equa- 
tions governing the flow of all 
chemical streams that could pos- 
sibly wind through the plant com- 
plex. 

Shell engineers and mathema- 
ticians now are working on a 
similar program for oil refineries. 
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Fry 


YOU BENEFIT 7 WAYS WITH OUR NEW LEASE PLAN 


a Frees your capital (2 Lease payments may be considered as operating expense 
&) Has a favorable effect on your balance sheet @} Keeps your credit lines un- 
disturbed (5) Cuts your bookkeeping cost 6) Puts total responsibility for your 
equipment in the hands of Royal McBee 
2 Eliminates obsolescence in equipment ROYAL McBEE CORPORATION, Port Chester, N.Y. 


— We would like more information about your equipment 


All with one contract direct from the hepato Sian. 


‘ (C0 We would like one of your trained technicians to analyze 
man ufa ctu rer of th e@ WO rid S most mode rm our typing equipment needs. Please have him call. 
and efficient typewriting equipment. NAME: 

ROYAL McBEE CORPORATION povai ctectric - COMPANY: 


ROYAL PORTABLE + ROYALTYPER + ROYAL MANUAL - OTHER FINE EQUIPMENT STREET: 


Let one of our experts analyze your equipment needs. CITY: ZONE:__ STATE: 
You incur no obligation. Just send us this coupon... 


@© 1961 ROYAL McBEE CORPORATION 
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Schedule Board 
Displays Programs 


All-aluminum schedule board comes in 
sizes big enough to accommodate the largest 
program. Pre-printed or typed cards and 
transparent overlays snap into frames. Stand- 
ard sizes have from 25 to 60 columns across 
and 15 to 60 columns in depth. Special 
boards range to 104 columns x 100 columns. 

Price: $47 to $198. Delivery: 2 wk. 

Game-time, Inc., Litchfield, Mich. (PW, 
3/13/61) 


Desk-Top Collator 


Has Six Stations 


Six-station, desk-top machines collates 
8'2-in. x 11-in. sheets in a variety of inter- 
mixed weights and finishes. Contoured 
aluminum trays virtually eliminate “doubles” 
and “misses.” A switch raises the pushers for 
one-hand paper loading, and the hinged 
gatherer doubles as a dust cover when not 
in use. 

Price: $149.50. Delivery: 2 wk. 

Farrington Business Machines Corp., 
Needham Heights, Mass. (PW, 3/13/61) 


Magnetic Tape Unit 
Plays Repeat Messages 


Self-contained message repeating unit 
plays tape loop cartridge lasting 10 sec. to 
one hr. Tone trigger automatic shutoff can 
synchronize sound with visual aids supplied 
by slide or filmstrip projectors. Unit can be 
operated remotely by photoelectric switches, 
switch mats, time clocks, pushbuttons, etc. 

Price: $225. Delivery: immediate to 30 
days. 

Cousino Electronics, Toledo 1, Ohio 
(PW, 3/13/61) 


Transparent Encapsulant 
Permits Visual Inspection 


Two-part transparent silicone resin cures 
in place permitting visual inspection of em- 
bedded components within assemblies. The 
cured, flexible material can be cut away for 
repair of components and be restored with 
newly poured resin. At 150 C it cures in 
15 min.; at 25 C, in three days. 

Price: $5.90 to $9.50/lb. depending on 
quantity. Delivery: immediate, March 20. 

Dow Corning Corp., Midland, Mich. (PW, 
3/13/61) 


Heating Pan 
Warms Process Materials 


Unit attaches to hot water or steam line, 
directing heat through channels in the bot- 
tom surface to materials within it. Units 18-, 
24-, and 30-in. widths come in 10 lengths 
from 24 in. to 120 in., and in 6- or 9-in. 
depths. 

Price: $375.50 to $1,596. Delivery: ap- 
prox. 3 to 4 wk. 

Dean Products, Inc., 1048 Dean St., 
Brooklyn 38, N. Y. (PW, 3/13/61) 


Purchasing Week 


Here's your weekly guide to... 


Typewriter Paper 
Eliminates Erasures 


Special paper tabs correct typing mistakes 
without erasures. After back-spacing to the 
error, the paper is inserted and the mistake 
retyped. This transfers a coating from the 
strip which “whites out” the error. The paper 
is available in packs with enough tabs to 
correct 3,000 mistakes. 

Price: $1.98. Delivery: immediate. 

Perry-Sherwood Corp., 257 Park Ave. S., 
New York 10, N. Y. (PW, 3/13/61) 


Work Bench 
Prevents Oil Spillage 


Bench’s steel top has a raised lip, and 
slopes to a center drain to prevent oil from 
dripping to the floor when parts are being 
cleaned. Working area is 54 in. x 30 in. An 
optional cleaning unit filters solvent and re- 
turns it for re-use. Tool board also is op- 
tional. 

Price: $156.25 (complete with cleaning 
unit and board). Delivery: immediate. 

Manzel, 315 Babcock St., Buffalo 10, 
N. Y. (PW, 3/13/61) 


Cutting Machine 
Has Oscillating Action 


Abrasive cutting machine’s wheel, which 
operates with a backward and forward mo- 
tion, cuts up to 4-in. solids and most 6-in. 
forms at speeds of three to four sec. per 
sq. in. An air-operated cutting head is avail- 
able for heavy-duty applications. 

Price: $1,920 to $2,800. Delivery: 4 wk. 

Beaver Pipe Tools, Inc., Warren, Ohio 
(PW, 3/13/61) 


Laminating Resin 
Needs No Catalyst 


One-part laminating resin needs no cata- 
lyst and comes in a viscosity that assures 
thorough wetting of the fabric. Quartz or 
fiber glass fabric laminates capable of with- 
standing 500 F are possible. With polypro- 
pylene, the laminate’s dielectric constant is 
K2.15. 

Price: $1.90/lb. to $2.30/lb. Delivery: 
immediate. 

Emerson & Cuming, Inc., Canton, Mass. 
(PW, 3/13/61) 


File 
Permits Flexibility 


Shelf file combines frame with individual 
box units which hold file folders. Boxes hook 
onto the frame and slide laterally to accom- 
modate new additions. Letter and legal size 
units come with 30 in. or 42 in. of filing 
space per shelf. All units are 84 in. high. 

Price: $123.30 (double-face, letter-size, 
30-in. section; additional sections are $77.30 
each). Delivery: immediate. 

Tab Products Co., 995 Market St., San 
Francisco 3, Calif. (PW, 3/13/61) 
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New F roducts Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


——This Week's 


Emergency Lamp 


e 
Lights When Power Fails Product Perspective 
Unit supplies emergency lighting when 


115-v. a.c. power, to which it is connected, 
fails. When power is restored it turns it- MARCH 13-19 
self off. Powered by a 9-v., dry-cell bat- 
tery, it gives up to 3% hr. of lighting with 
one lamp and 1% hr. with two lamps. “INTEGRATED LIGHTING” is a hot topic among lighting experts these 

Price: $47.95. Delivery: 2 wk. days. In order to get the most for your money, the experts claim, you must 

Electric Storage Battery Co., Rising Sun integrate lights with heating and air conditioning units. Reason: Today’s high 
& Adams Aves., Philadelphia 20, Pa. (PW, candlepower lights give out heat which can help supply a good on of 
3/13/61) the building’s requirements. And the air conditioning system must be big 
enough to remove this excess heat during warm months. 


The integrated lighting theory holds true for plant modernization pro- 
grams as well as for new construction. Any company planning an interior 
face-lifting or the installation of air conditioning system might do well to 
consider revamping its lighting at the same time. Because most air con- 
Carry Messages ditioning systems have little or no reserve capacity, installing better lights 
at some future time is almost a major construction project. Today’s recom- 
mended lighting levels are double the standards of three years ago. 


Paper Clips 


Plastic paper clips in a variety of colors 
are available plain or with imprints. Mes- 
sages may be imprinted along with line art @ All electric light sources generate heat in direct relation to the watts 
of any 3 Mii such as os bs — of power consumed—the more watts, the higher the heat. About one ton 
ie 1000 eR ye ee of cooling-is-required to remove the heat from 3,500 watts of lighting— 
' Price: $18/M. Delivery: 1 wk. unless regardless of the type of lamp used. Fluorescents, which give oft much more 
special plates are required. light per watt than incandescents, have become a logical choice for high 

Gladen Enterprises, Inc., Bay City, Mich. lighting level and minimum drain on the air conditioning system. 

(PW, 3/13/61) , ; ; Ba eal 

Estimates based on conventional air conditioning practice indicate that 
heat from lighting accounts for about 35% of the total cooling load with 
a 100 fc system. The percentage goes up to 55% if the lighting level is 
increased by 200 fe. 

NE 

r ‘ @ Fluorescent fixtures can a 
Electric Drill be combined with the air : 
Comes in Y-In. & ¥%-In. Sizes conditioning duct outlets in a 

Electric drill is available in %4-in. model ne ee ee oe 
with 2.5-amp. motor, and %-in. size with oint tent stabi re - a 
2.8-amp. motor. Both have aluminum CE ee ee 
housings. The larger model has an auxili- ment each other. Both sys- 
ary side handle for extra control and better tems are considered “inte- 
leverage. grated.” Sets of standard ta- 

Price: $32.50 (4-in.) and $42.50. De- bles make lighting design 
livery: 3 wk. fairly easy, but a host of com- 

Skil Corp., 5033 Elston Ave., Chicago plicated factors make air 
30, Hl. (PW, 3/13/61) conditioning systems a job 
for an experienced engineer. 

ROCHESTER GAS & 
ELECTRIC is giving inte- 
grated lighting a full-scale 
test in its 10-story headquar- 
Pail ters office building. RG&E is 
installing a 200 fc system— 
double the minimum 100 fc recommended by the Illuminating Engineering 
Hard rubber, 3-gal. pail has a grip built Society. 
into the bottom for safety in handling. The : ‘ es ; vi 
rubber resists corrosive action of a wide The lighting pattern at RG&E is one becoming increasingly familiar to 
variety of industrial chemicals, such as modern offices—high-output fluorescents in general office areas with incan- 
acids, bases, and salts, in water solutions descents in special fixtures in executive offices and lounge areas. The general 
of up to 150 F. It resists most organic lighting level of 200 fc is about four times higher than illumination from 


materials except undiluted aromatics. the existing 40-watt preheat fluorescents installed in 1950. 
Price: $12.80. Delivery: immediate. 


Stokes Molded Products, Trenton, N, J. 
(PW, 3/13/61) 


FLUORESCENTS are attached ‘over sus- 
pended plastic louvered false ceiling. 


Has Safety Grip 


A false plastic louvered ceiling covers every floor—all light fixtures and 
air conditioning ductwork is hidden behind the suspended louvers. Care- 
ful engineering keeps glare and shadows to a minimum, giving a soft, over- 
all effect with none of the harsh “spotlight” areas that usually are associated 
with bright lights. 


S d Proi @ Total cost of modernizing the 150,000 sq. ft. structure is expected to 
oune vreyecior come to about $1.5-million. About $600,000 ($4 per sq. ft.) will go towards 
Has Built-In Screen lighting, with the remaining $900,000 ($6 per sq. ft.) going to pay for the 
Eich ; , : air conditioning and heating systems. Assuming one $4,000 per year 
PO ee lo ag gpg picture proj- office worker for each 100 sq. ft. of floor area—and an increase in lighting 
ection screen. Light” hefitianin ae a load to 10 watts per sq. ft. from the current 3 watts—the utility calculates 
projection permits the unit’s use in highly that it will take less than a 1% increase in worker efficiency to offset the 
tghied arehe Continuous or normal reels increased owning and operating costs. 
up to t. are standard, with 
up to 40 min. of projection pies ean @ Modernization has been completed on three of the ten floors so far 
Price: $495. Delivery: immediate (after and a slightly different approach has been taken on each one. One or two 
May 1) of the designs will be chosen for the rest of the floors. All systems use GE 


Vicom, Inc., 70 Aberthaw Rd., Roches- Power Groove lamps in fixtures behind the suspended ceiling hung 81% ft. 
ter, N. Y. (PW, 3/13/61) from the floor. 
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Your Guide to New Products 


(Continued from page 37) 


Electrode Holder 
Has 160-Amp. Capacity 


Air-cooled, tungsten-inert gas holder has 
160-amp. a.c. or d.c. capacity. It welds 
thin gage aluminum, alloy and stainless 
steels, brass, copper, magnesium, and other 
metals. It comes with 12-ft. and 25-ft. hose 
lengths. Head clearance of the holder is 
2% in. 

Price: $65 (12-ft. hose) and $85. Deliv- 
ery: immediate. 

Air Reduction Sales Co., 150 E. 42nd 
St., New York 17, N. Y. (PW, 3/13/61) 


Air Cleaner 


Works in 5,000-Cu. Ft. Room 


Unit cleans, deodorizes, and recirculates 
air in rooms of up to 5,000 cu. ft. by re- 
moving 90% of all airborne dirt and smoke 
particles passing into it. It is available as 
a portable, plug-in floor model, and as a 
suspended ceiling modei. 

5 ogg $790 (ceiling) and $830. Delivery: 
2 wk. 
Electro-air Cleaner Co., Inc., Olivia & 


re Sts., McKees Rocks, Pa. (PW, 3/13/ 
) 


Grinder 


Sharpens Punches & Dies 


Portable, bench-type grinder sharpens 
most makes and types of standard and 
special punches and dies. Holder positions 
pieces at 90-deg. angle to grinding wheel and 
increments on handle hub permit accurate 
control of feeding. 

Price: $245. Delivery: immediate. 

Punch Products Corp., 370 Babcock St., 
Butfialo 6, N. Y. (PW, 3/13/61) 


Aluminum Container 


Handles Easily 


Lightweight (19 Ib.) container of 16-gage 
aluminum is easy to handle for a wide range 
of uses. It is 24 in. wide, 14 in. deep, and 
27 in. high, and is reinforced at top and 
bottom with aluminum strips. The seam- 
welded container has two drop handles. 

Price: $25 to $45 (depending on quan- 
tity). Delivery: immediate. 

Dolin Metal Products, Inc., 315 Lexing- 
ton Ave., Brooklyn 16, N. Y. (PW, 3/13/ 
61) 


Wheel Dresser 
Repairs 48-iIn. Grinding Wheels 


Diamond wheel dresser, with %4 in. x 
% in. face, has alternate layers of 21 and 
22 diamonds for dressing of wheels from 
12 in. to 48 in. in dia. It may be used on 
dry and wet grinding machines and is 
guaranteed to outwear a 2-carat diamond 
wheel dresser. 

Price: $44.50. Delivery: immediate. 

Lazzara Co., 112 Meyerland Plaza, Hous- 
ton 35, Tex. (PW, 3/13/61) 
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PLASTIC-BASE PAPER still produces a legible copy (on right) after 60 uses, while a 
premium-grade, conventional carbon paper makes a hard-to-read copy on the 27th try. 


Office Supply Companies Seen Shifting From 


Conventional Carbons 


New York—Manufacturers of office 
supplies are set to make a major shift 
away from conventional carbon paper to 
longer lasting plastic-base sheets, except 
for specialized uses. 

The new paper costs more than con- 
ventional carbons—up to $5 for a box 
of 100—but it lasts up to five times as 
long and also offers these advantages, 
manufacturers say: 

@ Reduced inventory—they come in 
just one weight with a single finish. 

@ Smudge-proof copies—the coating 
actually inks the copy. 

@ Uniform impressions—the liquid ink 
coating flows to replace ink struck from 
the paper by the impact of the typewriter 
key. 

Mittag Div. of Burroughs Corp. was 
the first to market this specially coated 
paper, which suspends the liquid ink in a 
plastic, sponge-like base, when it brought 
out its typewriter Nu-Kote in 1958. (The 
company introduced pencil Nu-Kote in 
1954.) Columbia Ribbon & Carbon Co. 
followed with Plastisol about a year later. 
IBM’s 762 Carbon Paper, introduced last 
month, is the latest entry. Almost every 
major manufacturer of typewriter car- 
bons now has a plastic-base paper on the 
market or in the works. 


Not ‘Carbons’ as Such 

Plastic-base carbons with liquid ink 
are not “carbons” as such. The liquid 
ink is suspended in the cellular, resilient 
construction under a film-like surface. 
The impact of the typewriter keys 
squeezes the liquid through the surface 
and inks the copy paper. Ink from sur- 
rounding cells flows in to replenish the 
supply. This differs from the method of 
transfer with conventional carbon sheets. 

A key striking conventional carbons 
actually transfers a tiny piece of the car- 
ban coating to the copy paper. Repeated 
usage of the carbon wears down the 
coating. 

The “inking” of the copy paper results 
in smudge-proof copies while the minute 
pile of carbon deposited in typing with 
conventional sheets smudges easily. Eras- 
ing in more difficult with “inked” copies 
but it is also cleaner. Erasing a letter on a 
conventional sheet can smudge neighbor- 
ing letters while half a letter of a plastic- 
base copy can be removed without dis- 
turbing the other half. 

Reduced inventory of carbon paper is 
a major advantage in offices with a 
variety of typing requirements. One 
supplier told PURCHASING WEEK, “This 
type paper will handle 75% to 90% of 
all normal typewriter-copying jobs,” 

Plastic-base carbons come in only one 
weight and deliver up to about five or 
six copies when used with average weight 
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to Plastic-Base Sheets 


bond paper and tissue sheets. Heavy 
bonds and tissues will cut this number 
down, while lighter sheets can push it 
above ten copies. This contrasts with 
conventional sheets in general office use, 
which may range from a seven-lb./car- 
bon (for one to four copies) to a four-Ib. 
sheet (for nine or more copies). 

Finish is another important considera- 
tion in paper selection. Plastic-base 
papers have a single finish as opposed to 
carbon papers which may offer as many 
as eight or more. Finish corresponds to 
“number” in lead pencil terminology—a 
soft finish produces a dark, bold “write”; 
a hard finish, a light, sharp copy. In 
conventional carbon papers, the hard 
finish releases less ink, producing a 
cleaner copy, less liable to smudge. 


Carbonless Paper 


Although manufacturers of plastic-base 
carbon papers are confident about the 
future of their product they are keeping 
a watchful eye on some new develop- 
ments, notably carbonless paper. Na- 
tional Cash Register’s NCR (no carbon 
required) paper is presently in use in 
business forms, waiters’ checks, and the 
like. It needs no carbon paper at all, 
but uses the interaction of two different 
chemical coatings. One coating is on the 


CELLULAR NETWORK 
TYPEBAR PRESSURE 


TISSUE | 
—-__ 


TYPEWRITER KEY IMPACT pushes wet ink 
out of plastic-bhase paper to make copy. 
Ink from surrounding cells will flow in to 
refill the area when pressure is released. 


under side of the top sheet, the other on 
the top side of the second sheet. A type- 
writer key, or pen or pencil brings the 
two into contact making a perfect copy 
on the second sheet. Similar reactions 
take place between the coatings of re- 
maining collated sheets. 

The paper is available in 8'4%2-in. x 
11-in. sheets, as well as forms, but not 
of rag content. NCR anticipates wide 
use of this method for general corres- 
pondence if and when the price can be 
brought down. 
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“Y” Strainer 
Protects Water, Gas Lines 


Line of “Y” strainers is suitable for all 
steam, water, air, oil, or gas applications. 
They are available in sizes % in. through 
3 in. to protect traps, regulators, meters, and 
other equipment from dirt, scale, and other 
foreign materials. 

Price: $2.85 (44 in., semi-steel) to 
$196.50 (2 in., stainless). Delivery: imme- 
diate. 

McAlear Mfg. Co., 1901 S. Western Ave., 
Chicago 8, Ill. (PW, 3/13/61) 


Spectator Seats 
Give Wider Aisles 


Tilt-up fiber glass and nylon chairs, for 
indoor or outdoor installations, give wider 
aisles and cut maintenance problems. They 
can be attached to interior floors or stadium 
risers, and come in a range of colors with or 
without arms. Padding is optional. 

Price: approx. $16. Delivery: 90 days. 

Pacific Seating Corp., 13924 Western 
Ave., Gardena, Calif. (PW, 3/13/61) 


Now...|BM Control Panels 


DEL/VERED 
IMMEDIATELY 


..from your local IBM office 


NOW ...1BM CONTROL PANELS 

are available at all of our 192 branch 
offices. A phone call. . . and your panel 
literally comes off the shelf to meet 
your emergency need. 


Call With Confidence . . . because IBM 
alone carries the complete line of 
control panels. 


Behind The Panel .. . is |BM’s liberal 
trade-in policy. In addition, IBM control 
panels may be returned for credit if 
obsoleted by the installation of a more 
advanced IBM system. 


With The Panel . . . you get IBM quality and 
engineering know-how. .. and, most 
important, IBM service. This service is 
provided by men with an intimate knowledge 
of your IBM equipment and systems... 

so they can be genuinely helpful on 

panel problems. 


So... next time you need a control panel, call 
your IBM office and get immediate 

delivery .. . at new lower prices... from the 
company that designed and built your 

data processing system. 


® 
PROCESSING 


Cut-Off Machine 
Takes Many Materials 


Machine with 12-in. blade 
handles 1%%-in. dia. solid bar 
steel on a production basis. It 
also takes 2-in. thickness and 
8-in. width on wood and plastic, 
34%4-in. dia. on nonferrous and 
solid round bar, and 3%4-in. dia. 
on ferrous tubing. It cuts 3-in. x 
3-in. angles and 4-in. channels. 


Price: $251.50. Delivery: im- 
mediate. 


Rockwell Mfg. Co., 486 N. 
Lexington Ave., Pittsburgh 8, Pa. 
(PW, 3/13/61) 


Electronic Drive 
Has Wide Speed Range 


Electronic drive, including con- 
troller, pushbutton station, and 
drive motor has a speed range of 
from 2:1 to 100:1, and is avail- 
able in ratings from %4 hp. 
through 4 hp. The drive provides 
protection against short circuit, 
under voltage, and overload. 


Price: $630 to $1,020. De- 
livery: immediate. 


Square D Co., Dept. SA, 4041 
N. Richards St., Milwaukee 12, 
Wis. (PW, 3/13/61) 


Airwall Markets New Line 


Paramount, Calif. — Airwall, 
Inc., is marketing a new line of 
portable walls that can be in- 
stalled in any building with only 
a hand, air pump. 

The partitions, called Airwall, 
are composed of 36- to 42-in. 
sections with air seals at top and 
bottom which are inflated to 
secure the panels against floor 
and ceiling. (Acoustical and lu- 
minous ceilings require a rigid 
beam support for the sections 
which weigh about 1 Ib. sq. ft.) 
Ceiling tracks and other fixtures 
are not needed. 


In addition to filler panels, the 
manufacturer supplies door and 
window panels too. Tongue and 
groove edges align them in a 
flush wall with a sound retard- 
ance comparable to that of a 
2x4 stud and plaster wall. 

The panels have an expanded 
styrene core and cost from $6/ 
sq. ft., without finish, to $11/sq. 
ft. for the most expensive wood 
veneer. 


Gage Checks Brakes 


New York—A Raybestos Div. 
of Raybestos-Manhattan, Inc., 
has developed a_ color-coded 


fora 
million 
dollar 
MISSILE 


PROUT 


SPRINGS 


WIRE FORMS | STAMPINGS 


Whether you require the close 


tolerance needed in a satellite— 


or the economical production 
necessary for a 10c toy... 
DUDEK & BOCK is your most 
dependable source for springs, 
wire forms and stampings. 
Years of know-how quality 
control guarantee you top 
performance at lower cost. 


Phone DICKENS 2-1020 for 
estimates and delivery dates 


Product News in Brief - 


gage that indicates the condition 
of fleet auto brake linings. 
Even unskilled personnel can 
take accurate measurements to 
determine the condition of either 
bonded or riveted linings by first 


making a simple adjustment for 
one or the other and then apply- 
ing the caliper-gage. Readings 
register on a color scale on the 
handle: green shows the lining is 
satisfactory, yellow cautions 
against early signs of wear, and 
red indicates a hazardous con- 
dition. 


Goodrich Adds Colors 


Akron—B. F. Goodrich Indus- 
trial Products Co. is making its 
magnetic vinyl strip, Koroseal, in 
a variety of colors to attract new 
markets. 

The flexible material was de- 
veloped originally as a gasket 
seal to hold refrigerator doors 
closed without the use of a latch 
and until now has been available 
only in brown. With the addition 
of nine new colors, Goodrich ex- 
pects additional uses in toys, ad- 
vertising displays, visual aids, 
and novelties. 

The company is using a vinyl 
paint coating which leaves a 
bright, glossy finish and is non- 
staining, nontoxic, and can be 
wiped clean with a damp cloth. 
The color range includes white, 
black, yellow, orange, red, and 


two shades each of blue and 
green. 


New Film Developed 


Amsterdam—N. V. Holland- 
sche Gummifabrieken of Weesp 
is producing a reinforced poly- 
vinyl-chloride film that has three 
times the tensile and tearing 
strengths of comparable, nonre- 
inforced products. 

A reinforcing mesh 
which retains the film’s trans- 
parency, is sealed between two 
pieces of the pve film. Uses for 
the material include tarpaulins, 
and covering and partitioning 
materials. 

The film lends itself to high- 
frequency sealing, producing a 
tensile strength of 2612 Ib. from 
a l-in. strip with a double-seal 
seam. As required by end uses, 
properties of the sandwich mate- 
rial can be altered by varying 
the characteristics of the rein- 
forcing fabric as well as those 
of the film. 


fabric, 


GE Prototype Passes Test 


Schenectady—General Electric 
reports that it has successfully 
tested a high-capacity, prototype 
“working model” of a solid state 
device for converting direct cur- 
rent to alternating. 

The unit, which has no moving 
parts other than two fans, is ex- 
pected to find use where motor- 


able because of weight and main- 
tenance factors. It does the work 
of a 60-hp. motor-generator set 
but weighs only about one-third 
as much. 

The inverter, rated at 50 KVA, 
converts power from d.c. to a.c. 
by means of silicon-controlled 
rectifiers which operate  in- 
stantaneously and require no 
warm-up. GE claims that it has 
about ten times the power han- 
dling capacity of units of this 
type announced up to now. 


The unit is expected to help 


provide a low-cost solution to the 
problem of converting d.c. 
power, generated by means such 
as fuel cells and solar energy, 
for applications requiring altern- 
ating current. 


Vinyl Case Expands Line 


Mineola, N. Y.—The Vinyl 
Case Div. of Peterson Electronic 
Die Co., Inc., has expanded its 
line of “turned edge” loose leaf 
binders to include 12 models. 
The 8'2-in. x 11-in. x 1-in. bind- 
ers cost from 80¢ to $2 in “in- 
dustrial quantities.” Delivery 
time is about four weeks. 

The cold-die technique, first 
announced late last year (see 
PW, Nov. 21, 60, pg. 29), 
produces a  smoothly-finished 
“turned edge,” eliminating the 
tear-seal lip left by conventional 
heat sealing equipment. 


Jugs Are Collapsible 


Cleveland — Associated Plas- 
tics, Inc., is making collapsible, 
lightweight polyethylene jugs for 
transportation and storage of 
liquids. 

The blow-molded, 5-gal. con- 


generator sets would be unsuit-| § 


tainers handle liquids of from 
heavy viscosity to free-flowing 
consistency, and are corrosion- 
resistant and shatter-proof. When 
empty, they take only about one- 
third the storage space of 5-gal. 
metal pails. 


DEPENDABLE ALLOY & CARBON 


STEEL 


HEAT-TREATED PROOF-TESTED 


od 


, WILLIAMS 


DROP-FORGED 


44 HOIST HOOKS 


Recent improvements in design and 
material make Williams Alloy and 
Carbon Steel Hooks the strongest, safest to specify. Each is 
heat-treated for maximum toughness and high impact resist- 
ance. All are proof-tested to military standards to 50% beyond 
safe working loads. Available in eye and shank styles in 
regular and safety patterns. Safety latches feature non- corro- 
sive snap springs with positive, safety action. Alloy steel 
capacities up to 70 tons . . . carbon steel capacities up to 60 
tons. Order from your Williams Distributor. 
Ca CAPACITIES UP TO 16 TONS 


LENGTHS UP TO 18 INCHES 
J.H.WILLIAMS aco. 


DIVISION OF UNITED-GREENFIELD CORPORATION 


411 VULCAN ST., BUFFALO 7, N.Y. 


WILLIAMS 


OPEN-END and BOX 
SUPERRENCHES® 


Specially selected alloy steel withstands heavy 
industrial use. Thin heads combine maximum 
strength with greatest clearance. Precision 
broached openings are designed for full bear- 
ing on all series nuts and bolts. Slim handles 
and smooth contours provide safe, balanced 
grip. Drop-forged, heat-treated and chrome 
plated. Available from your Williams Dis- 
tributor individually, or in sets. 


WILLIAMS 


DROP-FORGED 


EYE BOLTS 


Want service “beyond the call of duty”? Williams Eye 
Bolts are drop-forged from carbon steel; no welds; 
specially heat-treated after forging to further increase 
strength and toughness. Proof-tested to Military 
Standards to 50% beyond safe working loads. Plain 
and shoulder patterns... blank or threaded — they’re 
all dependably yours from your Williams Industrial 
Distributor. 


¥ 


4 


‘@O STYLES—OVER 450 SIZES 
OPENINGS FROM 3/16" TO 3-1/8” 


J.H.WILLIAMS aco. 


OIVISION OF UNITED-GREENFIELD CORPORATION 


411 VULCAN ST., BUFFALO 7, N.Y. 


SIXTEEN STOCK SIZES 
CAPACITIES UP TO 70 TONS 
J.H.WILLIAMS aco. 


OIVISION OF UNITED-GREENFIELD CORPORATION 


411 VULCAN ST., BUFFALO 7, N.Y. 


WILLIAMG 
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Working Cabinet 


Filters Micron Particles 


Plastic cabinet filters dust particles down 
to .5 micron to cover assembly and repair 
work requiring a controlled environment. 
Standard size of the fluorescent-lighted case 
is 22 in. x 35 in. x 29 in. But custom-made 
sizes can be ordered. 

Price: $395. Delivery: 3 to 5 wk. 

Plastigage Corp., 915 E. South St., Jack- 
son, Mich. (PW, 3/13/61) 
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Molding Reinforced Plastics (Part II) 


Premix. Reinforcing materials, 
resin (generally polyester, epoxy, or 
phenolic), and fillers are combined 
and placed in metal molds where they 
are cured by heat and pressure. The 
system permits tailoring reinforced 
plastic compounds to a broad range 
of physical and chemical properties 
for specific end uses. 

Pre-Preg Section. Fabrics or fibers 
are impregnated with synthetic resin 
and then partly polymerized to a point 
where the material can be formed into 


the desired product. Almost any resin- 
reinforcement combination is possible, 
from epoxy-paper to asbestos-phe- 
nolic, to produce the single ready-to- 
mold material which permits close 
tolerances and critical performance. 

Filament Winding. Glass roving is 
wound about a metal form at high 
speed. During (or before) the winding, 
the glass is coated with catalyzed resin. 
Products formed by this technique 
are stronger than parts made by any 
other. (PW, 3/13/61) 


GE Coming Out 
With New Grade 
Of Lexan Resin 


New York—General Electric 
Co.’s chemical materials depart- 
ment has come up with a new 
grade of polycarbonate resin 
which will retain its natural 
color despite the heat it is sub- 
jected to in the injection mold- 
ing process. 

Called Lexan 101, the new 
grade sells for $1.30/Ib. in truck- 
loads—the same price as Lexan 
100, the company’s original in- 
jection molding grade. 

GE says the new grade stands 
a good chance of making obso- 
lete the older one, which has a 
tendency to darken when heated 
to temperatures of 500-600 F. 
However, the company will con- 
tinue to manufacture Lexan 100 
as long as there is a market for 
it. Both types are produced at 
the company’s Mt. Vernon, Ind., 
plant. 

The polycarbonate resins are 
high-strength, transparent ther- 
moplastics with good electrical 
properties. Among many other 
things, they are used for aircraft 
riding lights, sight gages for fluid 
levels, fuse holder caps, and 
mail chutes. 


Consolidated General 
Opens Aluminum Mill 


Houston — Consolidated Gen- 
eral Products, Inc., has completed 
an aluminum casting and rolling 
mill here estimated to have cost 
between $3-million and $5-mil- 
lion. The plant will be the first 
in the Southwest to produce 
aluminum sheet from ingot, the 
company said. 

The new facilities will enable 
the firm to expand its manufac- 
turing of aluminum products for 
nationwide distribution. 

The company currently pro- 
duces aluminum siding and roof- 
ing, awnings, attic and exhaust 
fans, fiber glass skylights, ex- 
panded polystyrene and a variety 
of other products. 


New NCR Supply Plant 


Dallas—National Cash Regis- 
ter Co. will construct a supply 
production plant here. The new 
facility will be in operation by 
the end of the year. 

The plant will manufacture 
magnet ledger cards and other 
forms used by NCR electronic 
bank machines and other busi- 
ness equipment and systems. 
Output from the Dallas plant 
will be targeted mostly for 
the southwestern U.S. 
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ANNOUNCING ANOTHER NEW COST-REDUCING 


Strain-Tempered Grade 


NOW...THE INDUSTRY’S MOST COMPLETE LINE OF 
HIGH-STRENGTH COLD FINISHED STEEL BARS 


NEW for maximum machinability 


Strain-Tempered 4145 Leaded is the easiest-to-machine high- 
strength alloy bar you can buy. Heat treatment and related 
distortion corrections after machining are eliminated. Tool 
life is increased. Both material and processing costs are 
reduced. Strain-Tempered 4145 Leaded is another money- 
saving development of Bliss & Laughlin reseurch. 


Guaranteed Minimums: 150,000 psi tensile strength; 130,000 psi yield 
strength; 302 Brinell. Approximate minimums: 10% elongation in 2’; 
35% reduction in area. 


LOWEST COST for highest strength 


Strain-Tempered alloys are also produced to other strength 
levels at savings from $29 to $87 per ton. Grades like 4140 and 
5150, for example, can be produced to individual mechanical 
property specifications such as: 115,000, 125,000 or 145,000 psi 
minimum tensile strength; 95,000, 105,000 or 125,000 psi min- 
imum yield strength; 217/255, 269/321 or 275/325 Brinell and 
27/34 or 28/36 Rockwell “‘C’”’. Various combinations of severe 
cold working and special furnace treatment tailor the material 
to your exact requirements. 


PAY ONLY for the grade needed 


As in the case of Strain-Tempered Alloy, Strain-Tempered 
Carbon Bars are available in a variety of grades. You pay 
only for the grade which meets your machinability needs. 
These bars offer a unique combination of high strength, long 
wearability, good ductility and a low level of residual stresses. 


Guaranteed Minimum: 100,000 psi yield strength for standard Strain- 
Tempered C1144, 


~ LEADED 


ALLOY 


4145 


4100 SERIES 


es 


© CARBON © 
1000 SERIES 
1100 SERIES 


ASK FOR FOLDERS 


NEW Strain-Tempered 4145 Leaded Now in Stock at Steel Service Centers 


Specialists in Finish, Accuracy, Straightness, Strength and Machinability 


BLISS & LAUGHLIN 


GENERAL OFFICES: Harvey, Ill, * MILLS: Harvey, Detroit, Buffalo, Los Angeles, Seattle, Mansfield, Mass. 
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Leading 
Independent 

: Producer of Cold 
Finished Steel Bars 


CONSULTANT ROBERT C. KELLEY 
Interprets This Headline 


ICC Sets Aside Rail Contract Rates; 
CAB Eases Up on Air Cargo Tariffs 


From P/W’s March 6 Issue 


Hence like this from the March 6 issue of PURCHASING WEEK indi- 
cate that the P.A. who thinks that all you need to say is “ship best 
way” is going to be out a lot of cold cash. Now the question is: Which of 
eight methods and dozens of carriers and hundreds of rates is best? 

The P.A. who also wears the traffic manager’s hat no longer can afford to 
leave this choice of routing to the vendor, or cover both method or route 


with vague phrases as “ship cheapest way,” 


or more often, leave the 


shipping instructions blank without even specifying an f.o.b. point. 

Some P.A.’s, of course, can turn to full-time traffic managers for guidance 
through the forest of regulations, routes and rates. Nevertheless personal 
familiarity with the subject always is a help. 


Start with some organized thinking. 


Look at the three basic principles 


“This chart survey 
Saved us work, 
time and money!” 


“T used to order recording charts 
as frequently as we needed them. 
But not now. This simple survey 
helped me place a single long- 
term order for GC charts with 
automatic deliveries spaced to our 
requirements,” 


You, too, can stop fussing with lots 
of little orders, for lots of different 
recording charts, from lots of differ- 
ent suppliers. Send for a GC Chart 
Survey Form. Merely list chart 
numbers and the re = _— 
Return your completed 

GC and they will send you So 
chart samples for your engineers 
to check and a firm price for filling 
all your chart requirements. If it 
looks good you can then place one 
order covering several months or 
even a full year. GC will make auto- 
matic deliveries to meet your needs. 


In addition to saving time and 
clerical work, GC charts cost less 
because they are produced in such 
large quantities so efficiently. And 
their quality is guaranteed by GC, 
the world’s largest recording chart 
specialists. 


Start saving—and get quality and 
service. Write today for your chart 
survey forms. 


© 8 RECORDING 
\ ee CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 
189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


42 


—) 


e high resist e to impact loading 

@ maximum safety for overhead lifting 
© lighter weight for easier handling 

@ long life on toughest jobs 


FIRST TO BE TESTED, REGISTERED 
AND GUARANTEED. A Certificate of 
test including guarantee is issued 
for each new Herc-Alloy Sling 
Chain shipped from our factory. A 
metal registration tag is perma- 
nently attached bearing the serial 
| number which is recorded in our 
; | engineering files with full details 
about your chain. 

i f 

S&S 


Errtificate of Eest 


FIRST CHOICE WITH EXPERIENCED 
CHAIN BUYERS SINCE 1933 


Herc-Alloy is the original 
alloy steel chain...is heat 
treated by a special process... 
is electrically welded by ex- 
clusive Inswell time-tested 
method. All attachments are 
alloy steel including those to 
your specifications which are 
forged in our own shop. Spe- 
cify Herc-Alloy for the best 
of everything in sling chains. 
CHAIN SAFETY PROGRAM 
literature and assistance 
available. 


SEND FOR 

i helpful Data 
Book on 
Herc-Alloy 
sling chain 
selection, 
care, use and 
inspection. 


COLUMBUS McKINNON 
CHAIN DIVISION 

JOLUMBUS MCKINNON CORPORATION 

Tonawanda, New York 
New York « Chicago «+ Cleveland 

: San Francisco 

, In Canada: Columbus McKinnon Limited, 
St. Catharines, Ontario werc-auov® cu® 
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which —_ transportation rates: (1) value and bulk of the commodity as 
determined by class rates; (2) time or speed of delivery which is controlled 
by the choice of type of carrier (say air express, parcel post, rail or barge); 
and (3) distance. Other subsidiary considerations are services such as pick-up 
and delivery, storage in transit, etc. 

We realize that the buyer or purchasing agent who may be placing from 
20 to 50 orders per day does not have time to stop and examine these factors 
for each order, many of which no doubt are for MRO items of small value. 

One company solved this problem by developing, with the assistance of its 
traffic department, a comparative chart of transportation charges on shipments 
up to 500 Ib. showing the cost of available methods of their plant by distance. 

5 Ib 10 Ib. 

100mi. 250mi. 500mi. 800mi. 1,500mi. 100mi. 250mi. 500mi. 800mi. 1,500mi 
Air Freight 
Air Express 
Air Parcel Post 
Rail Express 
Rail Freight 
Truck 
Parcel Post 
Barge 
(Note: similar charts can be made for any shipment weight—25 Ib., 50 Ib., 100 Ib., 1,000 Ib., etc.) 

Each buyer keeps one of these charts in front of him, and uses it as a 
guide in choosing the method of transportation for each order. For example, 
if he is ordering 5 lb. from a vendor 100 miles away and time is not important, 
he has a range of choice from air freight at the cost of $4 to parcel post at the 
cost of 39¢ and will probably choose parcel post. But, if the shipment is in 
the 500 Ib. category, the range is from $35 via air express to $6.55 by rail 
freight. In this case, the latter is the choice. 

Of course, such charts are valueless unless they are kept up-to-date, be- 
cause rates change constantly, up and down. For example, we had an increase 
in parcel post rates last year, and air freight and air express rates may be on 
the way down, the way things look now. The tendency on motor freight 
tariffs is upward, particularly on small shipments. On the other-hand, the 
railroads are making a drive to get back some of the traffic they lost to the 
highways, but the “guaranteed rate” plan may not come through. 

Another charting method would best show the names of the vendors 
frequently used and determine the shipping distance for each. Such informa- 
tion might be incorporated on “buy-cards” for regular sources; but periodic 
review would be necessary to take full advantage of changed transportation 
conditions. 

Basic information is available at no cost from carriers or rate bureaus. 
So get on the mailing list to get the changes. Here are some suggestions: 

AIR EXPRESS AND AIR FREIGHT: Contact the commercial airlines 

(Continued on page 44) 
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RUST-OLEUM CORPORATION * 2553 OAKTON STREET * EVANSTON, ILLINOIS 
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Oil Supply Firms 
See Rise in Output 
Of Tubular Goods 


Dallas—A significant increase 
in purchase of oil field tubular 
goods appears certain for 1961 
now that oil companies finally 
have used up their 1959 steel 
strike inventories. That’s the 
optimistic outlook of Lone Star 
Steel Co., whose principal mar- 
kets are in the oil and gas in- 
dustries. 

During 1960, many oil com- 
panies operated out of inven- 
tories that had been stocked 
against the strike. Now, accord- 
ing to Lone Star President E. B. 
Germany, “most of those inven- 
tories are depleted.” Germany 
said about the same number of 
wells will be drilled in 1961 as 
in the record year of 1959, and 
“supplies must be purchased as 
wells are drilled instead of 
equipping the wells from inven- 
tories.” 

As proof of the current up- 
swing in business for the Texas 
steel mill, Lone Star officials 
point out that operations are now 
hitting around 85% of capacity. 
Another big boost for Lone Star 
has been its intensive sales pro- 
gram aimed at the European, 
Central and South American 
markets. This has resulted in 
substantial shipment of | steel 
to Western Europe and prospects 
are considered good for pipe 
sales in Latin America. 


Product 
Briefs 


Mobile telephone system 
handles up to 50 subscribers. 
Units of the 2-way, dial system 
may be mounted in vehicles or 
at fixed locations. Four standard 
arrangements are available. Len- 
kurt Electric Co., Inc., San 
Carlos, Calif. 


Universal bevel protractor is 
available with 7-in., 12-in., or 
7-in. and 12-in. blades. Fine 
vernier adjustment and acute 
angle attachment permit angle 
measurements as close as 5 
minutes of 1/12 degree. The 
L. S. Starrett Co., Athol, Mass. 


Conveyor belt with molded 
ridges carries wet or dry materi- 
als up steep inclines. Designed 
primarily for wood chip hand- 
ling, it also carries sand or gravel 
with equal ease. The molded 
ridges reduce “fall-back”, in- 
creasing the belt’s capacity. 
B. F. Goodrich Industrial Prod- 
ucts Co., Akron, Ohio 


Load center unit substation is 
for use in industrial and com- 
mercial applications and in util- 
ity generating stations using 600 
v. a.c. and below. It features com- 
partmentation of breakers, bus, 
and cable termination for greater 
reliability, convenience, and 
operator safety. General Elec- 
tric Co., Schenectady 5, N. Y. 


Container of lightweight plas- 
tic holds up to 18 gal. The 16 in. 
x 20 in. unit is designed as a 
re-usuable storage or tote box 
and stacks easily with others— 
with or without the cover in 
place. Each container weighs 6 
lb. Como Plastics, Inc., Colum- 
bus, Ind. 


March 13, 1961 


VOLKSWAGEN'S BIG BROTHER: New VW-1500 will make its appear- 
ance in September. Six inches longer than familiar model, the VW-1500 
lacks “beetle shape,” has luggage space in front and rear, is powered 


by flat-four, air-cooled rear-engine. 


Factory price (Wolfsburg, Ger- 


many) is expected to be about 30% more than the standard model. 


For Nest-a-Bin 


Chicago—Midwestern distrib- 
utor for the new Kaiser “Nest- 
a-Bin” bulk container system will 
be Central Container Co., a div. 
of Thrall Car Manufacturing Co. 
The sales area includes the states 
of Minnesota, Wisconsin, Iowa, 
Illinois, Missouri, Michigan, In- 
diana, Ohio, and Kentucky, 
Central Container said. 

The Nest-a-Bin, developed by 
Kaiser’s Aircraft and Electronics 
Div., is a reusable 52% in. di- 
ameter aluminum container for 


Kaiser Names Midwest Distributor 


Bulk Containers 


liquids, pastes, or granular ma- 
terials. It consists of two cylindri- 
cal units joined by a clamp ring 
and hermetic seal. When empty, 
the units can be stacked inside 
one another like paper cups. 
Kaiser claims the “nesting” pro- 
cedure reduces return shipping 
space by 75%. 

The containers for holding 
liquids come in 440, 550, and 
660 gal. capacities and are 
equipped with a ball valve for 
controlled discharge. 


only 


makes 


screwdrivers 


like 
this! 


Round or square. 
Hot forging from 


Protoloy 


alloy steel 


resists wear and distortion 
under pressure. Heat-treated 


full length. Polished, 
plated for added protection. 
Extra thick square shank 
for use with wrench. 


Handle molded 


around flattened tang... 
locked for life. @) approved. 
Deep, wide flutes, 
bigger handle for maximum 
power, less fatigue. Large, 
smooth end prevents sore 


palm. 


Tough, clear plastic 


proves quality and 
method of joining. 


Proto Screwdrivers are available in a 


complete range of sizes and types, including: 


plastic and wood handles; keystone, cabinet, 
Phillips, and clutch-head tips; round 

and square shanks; lengths up to 2% feet; 
offset type; screwholding drivers; 

and screwdriver sockets. 


Gradual taper, 
squared tip 
for snug fit in 
screw heads. 


See your Industrial Distributor for pro- 
fessional quality tools, parts, and equip- 


ment. 


PROTOSTOOLS ey 


PROFESSIONAL / quauty TOoLSs 


2215 Santa Fe Ave., Los Angeles 54, Calif. 


515 Allen St., Jamestown, New York 
1715 Oxford East, London, Ontario, Canada 
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Lightweight Steel PanelingDeveloped 
To Cut Interior Damage in Rail Cars 


Brainerd, Minn. — Northern 
Pacific Railway is using light- 
weight all-steel paneling to line 
interior end-walls of 500 freight 
cars. Purpose is to cut down on 
interior damage from contact 
with lift-truck equipment. 

The all-steel paneling was 
developed by National Steel 
Corp.’s Detroit - headquartered 
Stran-Steel division. A colum- 
bium-treated steel with light- 
weight strength characteristics 
was used. National says the 


panels reduce by 525 lb. per car 
the weight needed to obtain the 
same strength with conventional 
carbon steels. 

The system reduces freight 
car manufacturing costs, says 
National, because only a car’s 
superstructure is needed for in- 
stallation. The panels bypass 
installing of weld studs and wood 
furring strips inside a car to 
which all-wood or combination 
steel-wood panels are nailed or 
bolted. 


Kelley on Transportation Issues 


(Continued from page 42) 
and freight carriers which serve 
the airport in your city and get a 
set of their tariffs. 

RAILWAY EXPRESS: Con- 
tact your local railway express 
office or write to L. R. Burke, 
general traffic manager, REA 
Express, Inc., 219 E. 42nd 
Street, New York 17, N. Y. 
and ask him to send you (1) 
Local and Joint Schedule of 
First and Second Class Express 
Rates, (2) Local and Joint Block 
Tariff containing Express Rate 
Tables, and (3) Joint Directory 


of Express Stations ICC A-3; 
and (4) Joint Directory of Col- 
lection and Delivery Limits at 
Express Stations ICC A-4. 

Incidentally, because of the 
withdrawal from service of so 
many passenger trains, particu- 
larly on branch lines, it is advise- 
able to check not only rates but 
service. 

RAIL FREIGHT: Still, in 
most cases, the cheapest and fast- 
est method for carloads. Obtain 
the tariffs or individual rates de- 
sired from the local freight agent. 
In some areas, less-than-carload 


16 Ib. bowling ball doesn't impress concrete floor 
coated with NEW GLID-CRETE 


New GLID-CRETE, a catalyzed epoxy resin, used to patch 
or resurface floors is six times more impact resistant 


than concrete. 


Proof —a 16 Ib. bowling ball was dropped from 6 ft. 
on a 3” slab of bare concrete and on 2%” of concrete 
coated with 4” of GLID-CRETE. The concrete split, 
chipped and cracked. Concrete coated with GLID-CRETE 
was smooth as new, not a dent. 


Easy to apply with spray or trowel, GLID-CRETE is 
highly resistant to most of the chemicals used in process- 
ing plants. It offers many outstanding advantages in the 
maintenance, repair and construction of masonry floors 


and structures. 


Write today for complete information on how new 
GLID-CRETE can save you time, money too. 


MAINTENANCE FINISHES DIVISION 


The Glidden Company 
900 Union Commerce Building 
Cleveland 14, Ohio 


in Canada: The Glidden Company, Ltd., Toronto, Ontario 
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service with weight minimums in 
pool car shipments is adequate, 
but small less-than-carload ship- 
ments move better by motor 
truck or freight forwarder. 
Freight solicitors for the rail- 
roads can be very helpful in pro- 
viding rates, routings, and 
forth. 


MOTOR TRUCK: Each ship- 
ping area has a motor freight 
bureau which publishes both in- 
trastate and interstate tariffs. 
They are available to all shippers 
at no cost. Many local chambers 
of commerce have traffic depart- 
ments which keep members 
posted on rate changes. 

PARCEL POST: The rates 
have been changed and the 
weight limits raised, with girth 
limitations still in effect. Parcel 
post rate structures differ from 
commercial transportation rates, 
in that they use a “zone” system 
which covers specified areas, not 
specific shipping points. You can 
get the information at your local 
post office. It’s not the fastest 
means of transportation but is 
often the least expensive. 


FREIGHT CARLOADING 
COMPANIES: These companies 
lease cars, mostly from the trunk 
line railroads, and combine the 
less-than-carload freight of many 
customers in “through” cars 
which move daily on fast freight 
and passenger trains. They have 
their own scale of published 
tariffs which are between carload 
and less carload rates. The serv- 
ice is usually as fast as railway 
express and is less expensive. 
Their routes are limited, how- 
ever, to the major cities, prin- 
cipally on east-west long hauls. 

BARGE LINES: Operate on 
the major rivers for tonnage ship- 
ments and on intercoastal canals. 
They have a sliding scale of 
tariffs and are now taking less- 
than-carload shipments on some 
commodities. Service is slow, but 
rates are usually the lowest. 


BUS LINES: We ordinarily 
think of these carriers for pas- 
sengers only. But they also have 
developed into parcel carriers 
to certain points where they are 
the only means of public trans- 
portation for both passengers and 
freight. 

I don’t mean to imply that sav- 
ings in transportation costs are 
easy to achieve. Traffic manage- 
ment is a specialized and highly 
technical field. But every P.A. 
can get the available facts on the 
rates and methods most suited 
for his particular operation and 
plant location. 

Another area which should not 
be overlooked is the materials 
handling field. The increased 
use of special containers, pallet- 
ized shipments, improved ware- 
house and dock facilities, trucks 
built with special bodies to facili- 
tate loading and unloading, are 
all part of the ever continuing 
effort to reduce the cost of mov- 
ing materials from producer to 
user. 


sO 


Texas Gas Converts Plant 


Houston—Texas Gas Corp. of 
Houston will convert one of its 
gasoline plants at Winnie, Tex., 
to production of a heavily con- 
centrated benzene feedstock. 

The entire output, which will 
amount to about 600 bbl./day, 
will be sold to a major refiner. 
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ELIMINATES MISALIGNMENT STRAIN 


. maintains 


equal load distribution 


despite 


changing misalignment 


Here is an important point to consider if you want an 
extra measure of bearing life—extra freedom from 
costly downtime in your equipment. 


For maximum bearing life, there is only one best way 
to carry a load: carry it so it is equally divided between 
the two sets of rollers. This way, you avoid unequal 
loading—eliminate strain and utilize the full capacity 
of all bearing components. 


With Shafer-Rex design, misalignment is eliminated 
before it reaches the rollers. So, despite shaft mis- 
alignment, the load in a Shafer-Rex is always aligned 
and equally divided on the rollers—providing extra 
protection against the strain of any punishment that 
might be dished out. 


Original Shafer-Rex design is the reason. The inner 
race of a Shafer-Rex Self-Aligning Roller Bearing is a 
segment of a sphere; rollers are concave. With this 
design, the only part affected by misalignment is the 
inner race. Roller assemblies remain in the aligned 
position, carry the load equally to assure uniform load- 
ing through the center of each roller—a real lifesaver. 


For information, write: CHAIN Belt Company, 4702 


W. Greenfield Ave., Milwaukee 1, Wis. In Canada: 
Rex Chainbelt (Canada) Ltd., Toronto and Montreal. 


® 


SELF-ALIGNING 
ROLLER BEARINGS 


Meter Developed to Handle Freight Payments 


New York—A meter that pays 
for freight shipments in much the 
Same way as a postage meter pays 
for delivery of mail now is being 


leased for the first time to 


shippers on a nationwide basis 


Known as the “T-plan,” the 
new payment method was de- 
veloped jointly by Trans-Tech 
Systems, Inc., Los Angeles, and 
National Cash Register Co., Day- 
ton, Ohio. To date, it has been 
used only in the Los Angeles 
area, where Trans-Tech has been 
conducting a 10-company pilot 
program. 
Reduced Paper Work 

The NCR-built meter leases 
for $30 a month. Biggest savings 
for shippers using the system will 
come in the form of reduced 
check-writing and bookkeeping. 
For instance: 


@ All-Power Manufacturing Co., 
Montebello, Calif., reports that 
since installing the system, the 
number of checks written for 
payment of freight bills has 
dropped from 30 per week to one 
per week. D. E. Emory, traffic 
manager, says the savings in the 
cost of writing checks during a 
two-week period equals the $30 
monthly rental charge. 


@ All-Power’s experience is 
supported by the results of a time 
and motion study of bookkeeping 
operations conducted by Robert 
M. Nelson, Los Angeles business 
consultant. He estimates that the 
meter can save shippers generally 
at least 23¢ per bill in the cost of 
paying for freight shipments. 


@ Hill-Gordon, Inc., Los An- 
geles manufacturer of business 
forms, adds that the system, “has 
curtailed freight bill auditing, 
offered savings due to weight con- 
solidation, and given us imme- 
diate access to freight charges for 
job costing.” 


How It Works 


This is how the system works: 

The shipper makes a deposit 
either in cash or by check in a 
bank trust account. His meter 
then is loaded for the amount of 
the deposit. 

For each shipment, the shipper 
fills out a 10-copy “T-bill”—a 
combined freight bill and bill of 
lading. Trans-Tech also provides 
freight rate schedules known as 


Monsanto Begins Making 
105% Phosphoric Acid 


Cincinnati—Monsanto Chem- 
ical Co. has begun marketing 
105% phosphoric acid manu- 
factured at its new Addyston, 
Ohio, plant. 

The highly concentrated acid 
is said to be less corrosive to 
metals than regular 75% and 
85% acids, and can be diluted 
easily to regular strength. 

Monsanto sees major markets 
for its product in surface metal 
treatment and as a dehydrating 
agent for the plastics and petro- 
leum industries. 

Called Phospholeum, Mon- 
santo’s super acid is a natural 
desiccant and agent for render- 
ing inactive many common trace 


minerals, such as calcium, alum- 
inum and magnesium, which fre- 
quently interfere with chemical 
processing. 


“speed sheets,” which are tailor- 
made to cover each shipper’s in- 
dividual needs. With these sheets, 
the shipper figures out the freight 
charges and imprints the total 
amount on the T-bill with the 
meter. 

At the end of the week, the 
shipper totals the charges on the 
T-bills for each carrier and writes 
a check for the whole amount, 
minus a fee of 7¢ per bill. The 
fee is Trans-Tech’s charge to the 
carrier for handling his billing. 
The shipper deposits the check 
with the bank and the carrier 


—_ 


funds from the trust 
account on presentation of his 
copy of the T-bill 

Irans-Tech recently opened a 
New York office, following the 
successful completion of its West 
Coast pilot program. Under terms 
of the agreement between the two 
companies, Trans-Tech is provid- 
ing technical service for the meter 
plan and NCR is in charge of 
manufacturing and leasing. A 
Trans-Tech spokesman says the 
two companies hope to have 
5,000 meters in operation by the 
end of 1961. 


receives 


simplest, surest way 


to fasten metal... 


NEW 
BUTTON 
WELD 


A.0.SMITH 


Treasury Acts on 


Dumping Charges 


Brought by American Cement Firms 


Washington The Treasury 
Dept. has ruled that large quanti- 
ties of Portland cement imported 
from Belgium were “dumped” 
on the American market in vio- 
lation of antidumping laws. 


May Levy Special Duty 


The Tariff Commission said 
it would investigate to determine 
whether the cement imports had 
injured American industry. If 
so, a special offsetting duty may 
be imposed. 


RIGHT ON THE 
ne) 


EVERY 
TIME! 


The swiftest, 


Sense 


ea ibang a ae RARE ot 


Last week, the Commission 
wound up hearings on a Treas- 
ury Dept. claim that New Eng- 
land cement companies had been 
injured by lower prices ol 
Swedish Portland cement A 
decision on the dumping case 1s 
due next month. 

At that time the commission 
will determine whether special 
dumping duties should be im- 
posed on Swedish cement im- 
ports to protect domestic com- 
panies. 


ane et a 


In the World of Sales 


John J. Coy has been elected vice 
president-sales, American Screw Co., Di- 
vision of Noma Lites, Inc., Willimantic, 
Conn. 


William H. Clark has been appointed 
district sales manager, Fibercast Co., 
Sand Springs, Okla. 


Henry A. Sturm was named product 
sales manager of tool steel, Crucible 
Steel Co. of America, Pittsburgh. 


Reginald L. Tisdale has been promoted 
to manager of reinforcing products sales, 
Joseph T. Ryerson & Son, Inc., Indian- 
apolis, Ind. 


C-OMANUAL 
button welding 
boosts output... 
cuts rejects 


Here’s one button the zipper 
hasn’t replaced. In fact, this 
button process is the latest de- 
velopment in welding — a de- 
velopment that has replaced 
old-fashioned spot-resistance 
welding and riveting. 

Armed with a lightweight 
hand gun using A. O. Smith’s 
CO: C-OMANUAL process, 
the operator works from one 
side only. The button burns 
through to fasten steel up to 
3/16 in the downhand position 
and 3/64 in the vertical. And 
welders take their helmets off 
to button welding — no need 
to wear one with this A. O. 
Smith process. Simple, too! 
Special operator training is not 
required. Just place the gun 
. .. pull the trigger! Hold un- 
til the welding stops automatic- 
ally. Perfect button weld every 
time . . . no flux to clean. 

Choice of nozzles permits 
welding of any of the stand- 
ard joints (lap, fillet, butt). 


as, 


Burn-thru 
button weld 
— light-gage 


Typical 
Burn-thru 
button weld 


Timed fillet 
button weld 


Other button blessings include 
quality low-hydrogen weld 
metal, high deposition rates, 
full utilization of weld metal 
for low overall costs. Put this 
high-speed production tool to 
work for you. Send for Bulle- 
tin MW-253 for details. 


Through research & ..@ better way 
AO.Smith 


WELDING PRODUCTS DIVISION 
Milwaukee 1, Wisconsin 
A.O. Smith INTERNATIONAL S A. Milwaukee |, Wis USA 
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Robert McC. Maxwell has joined 
American Potash & Chemical Corp., Los 
Angeles, as manager of manganese metal 
sales. He was formerly with the Jessop 
Steel Company. 


Douglas B. Beath has been assigned 
the newly-created post of sales manager, 
Foundry Div., Foundry Services, Inc., 
Cleveland, Ohio. 


Homer E. Lytle has been advanced to 
assistant sales manager, and Harold W. 
Bigelow succeeds him as Midwest dis- 
trict sales manager, Semiconductor Div., 
Syntron Co., Homer City, Pa. Bigelow 
was formerly with Westinghouse Electric 
Corp. 


Robert J. Sampson Was elevated to 
district sales manager, Lamp Div., Wes- 
tinghouse Electric Corp., Detroit. 


Gordon G, Andrews has moved up to 


the post of sales 


i manager, 
Corp., Detroit. 


Plastomer 


Morris C. Fuller has been promoted to 
national sales manager, consumer prod- 
ucts, Smith-Carona Marchant, Inc., New 
York City. 


J. R. Balke has been assigned the post 
of general manager of sales and service 
operation, Industrial Truck Div., Clark 
Equipment Co., Newark, N. J. 

_ Robert E, Harris, Jr., has been as- 
signed the post of industrial sales man- 
ager, Minneapolis-Honeywell Regulator 
Co., Dallas, Texas. 


_R. V. Hamijian has been named dis- 
tributor sales manager, Corning Elec- 


tronic Components, Bradford, Pennsyl- 
vania. 


Robert W. Payne has been given the 


post of sales administrator, Precision 


Castings Co., Cleveland. 


O. Hank Brown was appointed man- 
ager of the newly formed San Carlos Re- 
gional Sales Office, Eitel-McCullough, 
Inc., San Carlos, Calif. 


D. A. Atwater and Robert C. Grund 
have both been promoted to the posi- 
tion of assistant managers, Alloy Sales 
Div., Republic Steel Corp., Massillon, 
Ohio. 


H. Clifton Garnett was made manager 
of dried fruit sales, California Packing 
Corp., San Francisco. 


Albert F. Tubbesing has been pro- 
moted to district sales manager of the 
newly created St. Louis District, Wire- 
mold Co., Hartford, Conn., it was re- 
ported. 


Hints on 
fluorescent starter 
selection 


a” 
G-E FS-400 STARTERS 
GIVE YOU FULL RATED 
LIFE FROM NEW G-E 
“PREMIUM 3” LAMPS 


You get 17% more light -- 
even in old fixtures — from 
new G-E Premium 3 lamps! 
And, to help you get full rated 
life from these lamps, General 
Electric recommends that only 
G-E FS-400 Watchdog* Start- 
ers be used. They protect lamp 
life by preventing “instant 
starts” before cathodes are 
properly pre-heated. FS-400 
Watchdog Starters also pro- 
tect standard lamps; last much 
longer than ordinary starters; 
automatically cut out blink- 
ing lamps. 

Ask your General Electric 
distributor for the ‘‘G-E 
Starter Selection Chart and 
Maintenance Guide for Fluo- 
rescent Lighting.’’ General 
Electric Company, Wiring 
Device Dept., Providence 7, 
Rhode Island. 


*Registered Trade-mark of General Electric Company 


GENERAL @ ELECTRIC 


LOOK 


ALLMETAL 


DilesieT 


IN 


ALL 
METALS 


AND SPECIAL 
PARTS 


You can look to Allmetal for fine screw machine work in all metals...plus cold 
heading and hot forging. Complete secondary operations. Prompt production 
on long or short runs. Intricate shapes, precision tolerances, large, small 


miniature sizes. 


@ 30 YEARS OF KNOW-HOW e RIGID QUALITY CONTROL 
@ SINGLE AND MULTIPLE SPINDLE AUTOMATICS 
© BATTERIES OF COLD-HEADERS e TOOL ROOM 

@ HOT FORGING EQUIPMENT ¢ LARGE MODERN PLANT 


For standard stainless steel fasteners, you can depend on 
Allmetal to provide immediate shipment from “the world’s 
largest stock of stainless fasteners.”’ 


REQUEST 


132-page catalog #60 (on your letterhead). 
Packed with helpful fastener data plus stock list. 


MANUFACTURERS OF STAINLESS STEEL FASTENERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY, N.Y. PI 1-1200 
NEW YORK, N.Y. —F1.3-5800 
NEWARK, N.J. MA 3-1117 
BOSTON, MASS. LA3-6119 
CHICAGO, ILL. AV 2-3232 
CULVER CITY, CAL. WE 3-9595 
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821 STEWART AVENUE, GARDEN CITY, NEW YORK 


MIDWEST SALES OFFICE 
6424 West Belmont Ave., Chicago 34, Ill. 


WEST COAST OFFICE & WAREHOUSE 
5822 West Washington Blvd., Culver City, Calif. 


New Firm Helps P.A.'s Lick Tough Buying Problems 


New York— The telephone 
rang and Samuel Bursuk picked 
up the receiver. At the other end 
was a purchasing agent with a 
problem. He wanted to know 


© where he could get 150 EE 8 field 
© telephone sets (Western Electric 
| specs) for a high priority experi- 


SAMUEL BURSUK 


mental job. The need was urgent, 
and he was willing to pay a prem- 
ium on the market price of $14 
per set. 

“Wait a minute,” said Bursuk. 
He turned to a file, made a call, 
and returning to the P.A. in dis- 


, 


tress, said, “They can be shipped 
today—the price is $11.25 per 
set.” 

This incident illustrates the 
service of a new buying organiza- 
tion, Burmar Associates, which is 
geared to help P.A.’s lick tough 
buying problems in the highly 
technical field of electronics. 

Burmar specializes in assisting 
small firms, schools and govern- 
ment agencies in buying telecom- 
munications systems, and ultra- 
sonic equipment. 

The idea for Burmar Associ- 


ates, a pioneering effort in the 
electronics field, came to Bursuk 
while he was working as a elec- 
trical engineer with Western Elec- 
tric Co. As a supervisor in the 
equipment engineering division, 
Bursuk worked with many ven- 
dors and purchasing agents on 
technical problems, but never 
thought of going into business 
for himself. 


The Idea 


One day, at lunch, a colleague 
in the export business complained 


Rome Cable Division supplies 
COPPER WIRE AND CABLE 
ALUMINUM CONDUIT 


ALUMINUM WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 


we do. 


were needed—fast! 


500 distributors. 


plane and by 7:30 Monday 
Unusual? Maybe. But it’s 


For information about our broad 
line of products, write for Bulletin 
RCP-200, “Guide to Representative 


Do all your suppliers 
work week ends for you? 


A lot of suppliers talk about delivery and service. Here’s just one example of what 


When a P.A. reported to our Seattle representative that his firm* had an equip- 
ment failure, it was five o’clock on a Friday afternoon. 500 feet of 5-KV copper cable 


It was eight o’clock in the East, of course, but our Seattle rep called the home 
office anyway. He talked to the Sales Service Manager, who tracked down the 
Traffic Manager at his Friday-night bowling game. They both went to work, and by 
11:00 that night the order was assembled from Rome’s stock. It was shipped by 

morning was in Seattle and on the job. 
typical of what you can expect in the way of service 
when you meet your copper wire and cable requirements through any of Rome’s 


*Name furnished on request 


ALCOA 


about the difficulties he was hav- 
ing in sourcing and interpreting 
a specification from a government 
agency requiring a vast amount 
of highly technical electronic and 
electrical testing equipment. 

He showed Bursuk the spec, 
and Bursuk sourced it verbally, 
naming a host of possible sup- 
pliers. The engineering friend 
asked him to write down the list 
on grounds that it would take him 
better than a month to do the 
job himself. 

Three days later Bursuk had 
compiled a list of prices and 
sources and prepared a bid that 
his friend could submit on a 
$89,000 contract. 

Bursuk went back to work, 
but the seed of going into busi- 
ness for himself had been planted. 
It grew as a result of his work for 
Western Electric, where he was 
instrumental in developing the 
transcontinental TD-2 microwave 
relay system by means of which 
the Bell System transmits tele- 
phone and TV programs coast- 
to-coast via air waves. 

Saw Need of Buyers 

In this work, Western Electric 
had to seek outside vendors, and 
Bursuk had the problem of find- 
ing equipment from many sources 
and choosing the best one. It was 
in doing this job that he realized 
many buyers needed help in find- 
ing sources and understanding the 
technical requirements of the fast- 
growing electronics hardware 
business. 

After 15 months of research 
and investigation, Bursuk decided 
to go into business for himself as 
a consultant and resident buyer 
for electronics manufacturers. 

The “Associates” part of the 
firm name comes from ties to nine 
consultants in various fields who 
lend specialized know-how to the 
procurement activities. These 
areas include legal advice on 
patents, mechanical, civil and 
electrical engineering research 
and development, and telecom- 
munications, 

Burmar’s services include: re- 
quirement analysis, sources and 
screening, obtaining bids, prepar- 
ing purchase orders, expediting 
and _ consolidating shipments, 
quantities prices, forward buying 
and testing. 


Work With P.A.’s 


“We work in conjunction with 
P.A.’s, their organization and 
procedures, applying our special- 
ized knowledge to their procure- 
ment problems,” he says. 

Because of the influx of new 
equipment manufacturers in the 
past five years, a great deal of 
latitude is possible in selecting 
vendors and evaluating bids. “In 
many cases purchasing agents 
have neither the time nor the 
knowledge to track down all the 
details involved in specialized 
electronics purchasing. That’s 
where we come in,”’ Bursuk says. 
“If a P.A. buys a wide variety of 
electronic components, materials 
or machinery, our organization 
can help procurement costs.” 


What It Costs 


Fees for the service are based 
on the net invoice. For dollar 
volume under $25,000, the 
charge is 5%; above this figure 
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Wire, Cable and Conduit.’ Address 
inquiries to Rome Cable Division of 
Alcoa, Dept. 13-31, Rome, New York. 


the charge is 3%. 

Burmar Associates is located 
at 156 N. Franklin St., Hemp- 
stead, N. Y. 


Vv 
A ROME CABLE 
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Washington — The federal 
government’s new antitrust chief 
plans to take a hard look at anti- 
trust consent decrees, and says 
he’ll recommend changing Jus- 
tice Dept. policy toward reach- 
ing out-of-court settlements. 

Lee Loevinger, former judge 
on the Minnesota Supreme 
Court, told senators at his con- 
firmation hearing that changes 
could be made in the procedure 
for reaching consent decrees 
without legislation. He named 
three possibilities: public release 
of consent decree terms before 
a decree is finally signed; allow- 
ing interested parties to file 
comments or suggestions on pro- 
posed decrees, and the filing of 
a supporting memo by the gov- 
ernment giving reasons for reach- 
ing the decree. 

Loevinger said he _ intends 
to pass these recommendations 
along to Atty. Gen. Kennedy. 
“I have every reason to believe 
the Attorney General is receptive 
to such criticism” of present con- 
sent policies, he said. 

In other portions of his testi- 
mony, Loevinger said he would: 

® Encourage companies to file 
antitrust suits on their own be- 
half, without waiting for govern- 
ment action. 

@ Reassess 


the department’s 


Arbitration Answer 


In the arbitration case on 
Page 34, the arbitrators said 
that where there is an uncon- 
ditional contract to sell spe- 
cific goods, the title to the 
goods passes to the buyer 
when the contract is made, 
even though delivery or pay- 
ment may be postponed. But 
where the seller had obligated 
himself to do something to 
the merchandise, title remains 
with the seller until those tasks 
are performed. 

In this case, the vendor 
had undertaken to dismantle 
machines, replace certain 
parts, and deliver them, 
freight pre-paid. Thus, title 
to the seven machines re- 
mained with the vendor until 
all the pre-conditions were 
satisfied. The purchaser there- 
fore had the right to regard 
the machine that was already 
on his premises as the prop- 
erty of the vendor. For this 
reason, and also because the 
equipment was not suited to 
the purpose for which it 
was intended, the arbitrators 
awarded in favor of the 
purchaser. 


The American Arbitration 
Assn. is a private, nonprofit 
organization that helps busi- 
nessmen, management, labor 
find peaceful, fair-minded 
solutions to their quarrels. 
Many contracts between buy- 
ers and vendors contain a 
“future dispute arbitration 
clause,” directing that any 
controversy or claim be settled 
in accordance with AAA 
rules. 

Services of the association 
in adjudicating disputes are 
available in key business and 
industrial centers across the 
country. For further informa- 
tion, contact the AAA at its 
main headquarters, 477 Madi- 
son Ave., New York 22, N.Y. 


policy of always opposing no 
contest pleas in antitrust cases, 
with the hope that opposition in 
important cases would become 
more meaningful. 

@Examine joint ventures to 
make sure that competing com- 
panies aren’t doing indirectly 
what is forbidden by the anti- 
trust laws. 

@ Investigate antimerger com- 
plaints on an individual basis 
because, particularly in mergers 
of small companies, amalgama- 
tion may actually improve com- 
petition. 


Antitrust Chief to Scrutinize Consent Decrees 


Loevinger also said the Justice 
Dept. probably would recom- 
mend to the courts the release of 
documents and lists of witnesses 
used in the government’s grand 
jury investigation into price- 
fixing in the electrical equipment 
industry. But, any public release 
of testimony before the Phila- 
delphia grand juries would 
probably be opposed. 

State attorneys general, city 
law officers, and other purchasers 
of electric equipment would like 
this grand jury information to 
help them prepare damage suits. 


New Techniques Enable Electro-Tec 
To Decrease Prices on Brush Blocks 


South Hackensack, N.J.— 
Development of a new, “series 
200” molding compound and 
use of improved manufacturing 
techniques has enabled Electro- 
Tec Corp. to cut prices of brush 
blocks for slip ring assemblies 
an average of 25%. 

Most of Electro-Tec’s blocks 
are custom-made to clients’ 
specifications. The blocks are 
used industrially in control, proc- 
essing, and automation equip- 
ment, as well as in switches and 


remote sensing equipment for 
heating and mixing tanks. Mili- 
tary applications include integra- 
tion in radar, telemetry, and 
communications equipments. 


Dimensional Stability 


According to Electro-Tec, the 
new molding compound gives 
dimensional stability at tempera- 
tures up to 400 F, has excellent 
dielectric strength properties, 
and is not harmed by localized 
heating from soldering. 
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WILSON JONES NYLON POST BINDERS 


solve the record binding problem of thousands of companies with machine tabulating departments. 
No hidden entries, no wasted margins, because the arch is in the post, not the pages! The secret is in 
“GrayLine’s” strong, flexible posts. Just bend and plug in. A single binder holds up to 3,000 marginal- 
punched sheets...and they all lie flat when the binder is open at any position. 
No protruding posts or locking mechanism. The new flat-top locks are flush with the covers, top and 
bottom. “GrayLine” Binders stack level, slip easily in and out of crowded shelves. Ask your stationery 
dealer or tab supply source about them today, or write to Wilson Jones—inventor of the Nylon 


Post Binder. 


WILSON JONES 


209 S.JEFFERSON ST., CHICAGO 6 
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HOLD MORE 


STACK & RACK 


QUALITY IN STOCK 


For You Mr. Purchasing Agent 


These top quality Fairbanks products are stocked, sold and recommended 
by leading distributors across the nation. Quality products give you more in 
service — reduce maintenance time and expense, cut inventory require- 
ments. Immediate availability from your local distributor's stock, saves 
your valuable warehouse space, inventory cost and frees your working 
capital. 

QUALITY—and Savings—are no further away than your phone. Call your 
distributor now and order the dependable Fairbanks Products that you need. 


FAIRBANKS BRONZE AND 
IRON BODY VALVES 


Typical of the QUALITY 
found in this full line of 
Bronze and Iron Body Valves 
is Fairbanks patented Renew- 
able Seat Ring Bronze Gate 
Valves which permit the re- 
placement of the seat rings 


in a gate valve without ever 
r A the valv rom 
the Tine, 


DART MALLEABLE 
IRON UNIONS 


For over 60 years a firm 
guarantee, that if one should 
leak through we will give you 
two, has insured the QUALITY 
of each and every Dart Union. 
Two bronze seats, ground to a 
true ball and socket joint, 
make a tight seal without 
jamming. Darts can be used 
over and over again. 


FAIRBANKS“LOCKWELD” 
STEEL CASTERS 


Fairbanks patented LOCKWELD con- 
struction has eliminated the king-pin 
in a swivel caster— providing stronger, 
easier swiveling, longer lasting QUALITY 
casters. Available in single ball race, 
regular duty, and double ball race, 
medium-heavy and heavy duty ratings. 


FAIRBANKS TWO WHEEL 
AND PLATFORM 
HAND TRUCKS 


Trucks are as tools —job 
fitted. Buy trucks as you do 
tools—for QUALITY. In Fair- 
banks full line of Two Wheel 
and Platform Hand Trucks, 
you'll find QUALITY and with 
the prover truck for your needs 
you'll improve safety and pro- 
mote efficiency. 


FAIRBANKS “LAMILON” 
ALL-PLASTIC WHEELS 

Now, standardize on one wheel 
for any section of your plant, obtain 
greater floor protection for all types 
of floors. LAMILON Wheels, on which 
eo is pending, are typical of 
airbanks QUALI line of rubber 
tired, solid rubber and semi-steel 
wheels for casters and trucks. 


Call or contact the near- 
est Fairbanks Branch Office 
and Warehouse to you and 
ask for the name of the 
Fairbanks Distributor in 
your area. It will be our 
pleasure to serve you — our 
distributor’s pleasure to 
acquaint you with Fairbanks 

ALITY. 


BOSTON 10, MASS. 
520 ATLANTIC AVE. 
LIBERTY -2-2000 


CHICAGO 8, ILL. 
2600 SO. THROOP ST. 
CALUMET 5-3600 


NEW YORK 3, N.Y. 
393 LAFAYETTE ST. 
SPRING 7-8800 


PITTSBURGH 22, PA. 
15 STANWIX STREET 
COURT 1-1887 


ROME, GEORGIA 
202 DIVISION ST. 
234-6701 


New Books 


Organizing the Technical Confer- 
ence, by Herbert S. Kindler. Pub- 
lished by Reinhold Publishing Co., 
430 Park Ave., New York 22, N. Y., 
139 pages. Price: $6.00. 


This working manual clearly 
charts the duties and activities 
of the organizing committee for 
a technical conference. The 
author also discusses the key fac- 
tors that contribute to effective 
conference communication, in- 
cluding: preparation of the man- 
uscript, timetable of program 
development activities, success- 
ful public relations, conference 
evaluation and follow-up action, 
and more. 


From the 


—— Manufacturers 


Hand Trucks 


Gives information on com- 
pany’s line of two wheel and plat- 
form trucks. Includes freight 
trucks, dollies, barrel trucks, 
skids, warehouse trucks, and 
more. Features double-spread 
chart giving recommended load 
ratings based on standards of the 
Caster and Floor Truck Manu- 
facturers’ Assn. Catalog No. 
T-60. The Fairbanks Co., 393 
Lafayette St., New York 3, N.Y. 


Timing-Belt Drives 


Discusses timing-belt drives 
for mechanical power transmis- 
sion for load capacities from 
fractional up to 600 hp. and for 
belt speeds up to 16,000 fpm. 
Contents include typical applica- 
tions, pulley and bushing in- 
formation, drive selection data, 
etc. Catalog No. 19103 (72 
pages). 7. B. Wood's Sons Co., 
Chambersburg, Pa. 


Profitable Reading for P.A.’s... 


Centrifugal Clutches 


Contains data on company’s 
line of centrifugal clutches and 
clutch couplings. Describes six 
standard types of clutches avail- 
able for direct or indirect drive 
applications, hp. ratings, typical 
applications, performance char- 
acteristics, etc. Catalog No. 142 
(42 pages). Formsprag Co., 
23601 Hoover Road, Warren 
(Detroit), Mich. 


Plastic Packaging 


Describes use of plastics ma- 
terials in the packaging of com- 
mercial and industrial products. 
Data given includes various 
methods employed in imprinting 
on transparent film, use of color, 
applications, etc. (20 pages). 
Plastics Div., Eastman Chemical 
Products, Inc., Kingsport, Ten- 
nessee. 


Lighting Equipment 


Discusses company’s new line 
of industrial fluorescent lighting 
fixtures. Includes features and ac- 
cessories. Bulletin F. Adver. 
Dept., Benjamin Div., Thomas 
Industries, Inc., 207 East Broad- 
way, Louisville, Ky. 


Milling Cutters 


Gives complete specifications 
on Wesson line of throw-away 
and conventional carbide milling 
cutters, accessories, blades, and 
tools. Gives information on 
features, advantages, design, 
ordering information, etc. Cata- 
log M-860 (44 pages). Wesson 
Co., 1220 Woodward Heights 
Blvd., Ferndale 20, Mich. 


Industrial Chemicals 


Lists company’s complete line 
of industrial and _ laboratory 
chemicals. F. P. Jay Chemical 
Corp., P. O. Box 42, Waukesha, 
Wis. 
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SELF-PIERCING 


SHOULDER 


Vy 


TIME TO 
LOOK AT COSTS 


You need the answers to 
such questions as: 


“Can a TUBULAR RIVET replace a solid 


rivet, screw, or bolt and thereby 
accelerate production?”’ 


“Would a SPLIT RIVET with a decorative 


head improve product appeal?’’ 


“Should a SELF-PIERCING RIVET be used 


and eliminate a drilling operation?” 
“Can a cold headed part such as a 


SHOULDER RIVET serve as a fastener and also 


provide a bearing surface?"’ 


“Would a TAPPED RIVET, made to receive 
a screwed-on assembly simplify field service?’ 


These are typical questions asked of 
Chicago Rivet engineers because keen 
mver competition today makes necessary 
A re-examination of production methods. 


No matter how complex or how 


simple your fastening problem may 


seem to be, get the cost saving 
advice that Chicago Rivet engineers 
can give. Send blueprint or sample 
assembly—no obligation. 


Cecage Kivet machines set 
1 4997) 
29) S Anaan 
3 009 6 000007 


Tubular or Split Rivets At a Time 


Branch Factory: Tyrone, Pa. 


Aoage Kivet & MACHINE CO. Ns 
968 S Ave. - Bellwood, Ill. (Chicago Suburb) avers’ | 


/ 
FOR FILES—Rivet catalog describes 1388 standard | 2 ; { 
tubular and split rivets and 26 single and multiple a 
automatic rivet setters. 


THE co 
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Dodge Publications Join McGraw- 


New York McGraw-Hill 
Publishing Co., last week an- 
nounced completion of the acqui- 
sion of the F. W. Dodge Corp. 
Effective March 8, F. W. Dodge 
began operating as a subsidiary 
of McGraw-Hill. 

The acquisition was accom- 
plished by the exchange of Mc- 
Graw-Hill common and _ con- 
vertible preferred stock for 
shares of F. W. Dodge common 
stock. 

The F. W. Dodge Corp. is an 
old and well-established publish- 
ing company with headquarters 
in New York. Its principal prop- 
erties are Dodge Reports, a daily 
construction-news service; Dodge 


Alcoa Smelting Process 
Improved to Turn Out 


‘Extra Clean’ Aluminum 


Pittsburgh—Aluminum Co. of 
America has developed a_ tech- 
nological improvement in the 
smelting process that enables it 
to produce an “extra clean alum- 
inum ingot” at the standard base 
price for pure or alloyed metal. 

Alcoa says the new method 
minimizes the metal’s content of 
oxides and similar materials, 
which reduce remelting efficiency 
by covering furnace walls and 
plugging tap channels. This 
should tend to reduce operating 
and maintenance costs, says the 
company. 

Called “induction furnace 
grade,” the improved aluminum 
is especially designed for use in 
induction furnaces that melt in- 
gots electrically. However, it 
can be used in any remelt opera- 
tion, Alcoa adds. 


Screw & Bolt Revamps 
Sales, Distributor Setup 


Pittsburgh—Screw and Bolt 
Corp. of America is revamping 
its sales organization in an at- 
tempt to gain a larger portion of 
the industrial fastener market 
particularly in the automotive, 
major appliance, electrical and 
construction fields. 

The company already has in- 
creased its sales force and plans 
to enlarge its distributor system. 
In addition, it will supplement 
the work of its salesmen with 
factory trained sales engineering 
and research personnel. 

Screw and Bolt also said it will 
conduct a comprehensive pro- 
gram for acquainting its cus- 
tomers with the advantages of 
cold-heading and _hot-forging 
techniques. 


Kaiser Seeking Kawneer 


minum & Chemical Corp. seeks 
to boost sales of aluminum to the 
building industry by acquiring 
Kawneer Co., Niles, Mich. Di- 
rectors of both companies have 
approved a merger proposal un- 
der which Kawneer would be- 
come an operating division of 
Kaiser. 

Kawneer, with eight plants, 
manufactures aluminum archi- 
tectural products, including ex- 
terior metal walls, windows, 
door and entrances for com- 
mercial, industrial and office 
buildings. 
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Statistical Service; 
and Sweet’s Catalog Service, 
which issues a number of cata- 
log files of manufacturers’ prod- 
ucts. Other properties include 
Architectural Record, a profes- 
sional monthly, and three com- 
mercial newspapers, Daily Pacific 
Builder (San Francisco), the 
Daily Journal, (Denver), and 
Daily Construction News (Chi- 
cago). 

Through a subsidiary, F. W. 
Dodge also publishes the Mod- 
ern Hospital, the Hospital Pur- 
chasing File, the Nation's 


Construction 


Schools, and College and Uni- 
versity Business. 

A primary consideration mo- 
tivating the acquisition was Mc- 
Graw-Hill’s desire to expand its 
activities along lines that would 
give it more diversification, par- 
ticularly in the field of business 
services, McGraw-Hill execu- 
tives said. 

McGraw-Hill plans to con- 
tinue the F. W. Dodge business 
as at present. Dodge will op- 
erate from its present quarters 
locally and nationwide, and with 
the same staff. 


Hill Roster Union Carbide Linde Division Starts 


Construction of New Acetylene Plant 


New York—Linde Co., a divi- 
sion of Union Carbide Corp., 
has begun work on an acetylene 
plant in Pueblo, Colo., which 
will have a monthly capacity of 
1.5-million cu. ft. 

The facility, due to be com- 
pleted around the end of April, 
will enable Linde to fulfill a con- 
tract just signed with Colorado 
Fuel & Iron Corp. for the supply 
of acetylene over a five-year 
period. 

The bulk of the plant’s pro- 


duction will be piped directly to 
CF&I’s Pueblo facility, where it 
will be used for welding, heating, 
scarfing and cutting operations. 
The plant also will supply other 
industries in the Rocky Mountain 
area. 

Meanwhile, it was reported 
here recently that Air Reduction 
Co. has signed a contract to 
supply the acetylene requirements 
of Du Pont’s neoprene plant in 
Louisville, Kentucky, until the 
year 1968. 


Now we’re set for a big 


future! Thanks for insisting! 


GraybaR, 


Include the Graybar man in your elec- 


trical planning. 


The recommendation he makes comes 
from experience with countless kinds of 


power distribution equipment, 


motors, 


controls, wiring and lighting supplies. 


Call Graybar for impartial recommen- 
and able, in-the-plant help. 
We'll work with you or your electrical 


dations ... 


contractor. 


420 LEXINGTON AVENUE, NEW YORK 17, N. ¥. 
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@ OFFICES IN OVER 130 PRINCIPAL CITIES 


ELECTRIC COMPANY, INC. 
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Computer Game Helps Executives See Each Others Problems 


CAFETERIA EXECUTIVE SUITE: Seven teams composed of members in 
Institute of Production Control Management played Hewlett-Packard 
menagement game. Here one team works out a sales prediction. 
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CHICAGO LOCKS 


Rugged and Reasonable for any Application 


Here are a few of the many precision-made 


Palo Alto, Calif. — Fifty-one 
business executives from a dozen 
San Francisco area firms recently 
tested their management skills 
in a computer-controlled game 
jointly sponsored by Hewlett- 
Packard Co. and the Institute of 
Production Control Management. 

Participating in the game, 
which was played on H-P’s new 
Remington Rand Univac #90, 
were production and manage- 
ment executives from electronic 
and aviation-space companies. 

Choice of players was limited 
in this case by membership in the 
local chapter of the Institute. 
But Hewlett-Packard top man- 
agement, happy over the success 
of the initial game, said they 
plan to hold future computer 
contests in which other depart- 
ments—including purchasing— 
will participate. 


Broadening Effect 


“We believe in this sort of 
activity as a means of broaden- 
ing the capabilities of our ma- 
terials and manufacturing per- 
sonnel,” a Hewlett-Packard 
spokesman said. “It’s an ex- 
cellent method to teach them the 
problems of business as a whole 
and to make them tolerant of 
the problems of other people in 
the company. And the beauty of 
using Our computer is that it 
gives almost instantaneous re- 
sults.” 

Remington Rand representa- 
tives were on hand to program 
the Univac for the game and to 
answer any technical or pro- 
cedural questions by the players. 
After an hour-long briefing, the 
players broke up into seven 
teams of seven or eight men to 
a squad. Each team took over 
a table in the H-P cafeteria as 
“headquarters.” 


The Probiem 


Their problem involved a 
hypothetical ABCD Co., located 
in the Midwest. The company 
was represented as manufactur- 
ing four items: Ambers, Bells, 
Clanks, and Doodads, which 
have their own price and peculiar 
market pattern for the year. 
Vendor-supplied raw materials, 
called rods, slabs, and tacks, go 
into the production line at vari- 
ous ratios per item. Unit price of 
raw materials decreases with 
volume purchase, but, of course, 
overstocking will wipe out this 
saving by increasing inventory 
carrying costs. Under-purchas- 
ing will lead to loss of sales or 
back-ordering. 

Size of the labor force is vari- 
able, with salary and layoff limi- 
tations written into the game by 


sums for personnel relations and 
for putting workers on over-time 
to catch up with orders. 

At the start of the game each 
team received identical sales 
forecasts based on hypothetical 
market surveys and last year’s 
performance. Although there is 
a month by month forecast of 
each item in three regions of the 
country, contestants can expect 
unforeseen events to disrupt the 
pattern of the problem by as 
much as 20% 

Because of prior program- 
ing, the computer knows in 
advance what the sales and profit 
will be. Object of the game is 
to balance properly expenditures 
for raw materials, labor, ship- 
ping, and inventory carry-over 
in order to come out with the 
greatest profit margin. 

Each team, in making its esti- 
mate of sales for the month, 


Each month’s play takes about 
40 min. 

In playing the game teams 
used various methods of staff 
organization. One team put each 
decision up to open discussion of 
all members and under direction 
of a company “president,” ar- 
rived at decisions as a_ unit. 
Some teams departmentalized the 
entire process, with one man re- 
sponsible for each segment. 

Players generally were en- 
thusiastic about the game. “It’s 
more fun than Monopoly,” 
claimed one team member. 
Another said it makes him aware 
of the part other people play in 
making a manufacturing concern 
show a profit. 

Most frequently praised was 
the necessity to make business 
decisions, then sink or swim with 
them. Said one player, “It pro- 
vided an opportunity to see how 


COMPUTER IS THE BOSS: Univac tells how each team did and compares 


results with its own conclusions. 


Above, computer prints ‘monthly 


statement’ of profit, loss, and inventory for the next round of play. 


must figure how much raw 
material to purchase and how 
many workers to hire to produce 
the expected requirement. Then 
its operating projection for the 
coming period is fed into the 
Univac, which quickly computes 
total profit or loss, based on the 
team’s decision, and prints out a 
complete monthly statement. 


many variables would interact in 
a business situation. The chang- 
ing sales situation added a lot 
of realism and challenge to the 
program.” 

After the proceedings, players 
unanimously recommended that 
purchasing, sales, administrative, 
and other nonproduction people 
play the game. 


Your part has a precedent 
at Worcester Pressed Steel 


Chicago Locks available. They’re engineered 
for maximum security — made of carefully 
selected and tested metals. And they empha- 
size attractive design and compactness. 

Whatever your needs, you’re sure to find 
a Chicago Lock that’s perfect for your pur- 
pose . . . and priced right, too. 


Most likely Worcester Pressed Steel has already conquered shapes 
similar to any you may be planning. You avail yourself of the skills 
of many trained specialists when you call on Presteel®. We can show 
you how to keep costs in line for large, small, deep drawn, or pro- 
gressive stampings that meet your most exacting requirements. 
Your part not only has a precedent... your problems lead to quick, 
efficient solutions ... at Presteel. Production capacity is equal to your 
heaviest demand. Plant facilities include some 225,000 square feet of 
manufacturing floor space. For further information, write or phone. 


a hypothetical union contract 
and by the given size of the local 
labor market. Each production 
item requires a different number 
of man-hours to produce. And 
there’s provision for “budgeting” 


WHERE-TO-BUY 


a: WORCESTER PRES 
e 116 Barber Avenue Sa 
Subsidiary: Westprest Inc., 531 No. Bivins, Amarillo, Texas 
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: SPACE UNITS: 1-6 
*One of the ACE Lock line—Maximum security locks with RATES. $20.7 70 per adv 
the exclusive round keyway. sertion ntract 


commission 


inches 


ED STEEL CO. 


Worcester 6, Mass. 


rates on request 


and 2% 


Write today for your FREE catalog showing, in detail, 
the entire Chicago Lock line. 


HIGH TEMPERATURE FASTENERS 
Engineering Catalog Number 286 on request 
Manufacturers AN—N.A.S.—M.S. 6 Digit Hardware 
SPECIALS TO YOUR SPECIFICATIONS 
Mercury air parts co., inc. 
9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0-5923—Teletype—CVR CY 4138 
TOUGH SPECIALS 10 DAY DELIVERY 


CHICAGO LOCK CO. 


2056 WN. Racine Avenue Chicago 14, Illinois 
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Computers Seen Affecting Even Smallest Firms 


New York—Hundreds of com- 
panies around the country are 
hard at work “training” com- 
puters to coordinate the entire 
management function. 

That was the big news that 
came out of the American Man- 
agement Assn.’s 7th Annual Data 
Processing Conference here last 
week. 

Delegates polled by PURCHAS- 
ING WEEK were unanimous in 
their belief that data processing 
had only “scratched the surface” 
in industrial applications. They 
forecast major changes in man- 
agement methods for all size 
companies before the end of the 
decade. 

An informal show of hands at 
one of the AMA sessions in- 
dicated that the majority of the 
600 delegates already were pre- 
paring “second generation” com- 
puter uses. First generation ap- 
proach was to mechanize old way 
of doing individual jobs—keep- 
ing inventory or payroll, for 
example. 


The Second Generation 


In a second generation com- 
puter system, as it is seen by 
the experts, original data is fed 
into the system. Then the com- 
puter takes over and automat- 
ically prints production sched- 
ules, purchase orders, and 
management reports. This is 
the so-called “management by 
exception” principle. The com- 
puter makes all routine decisions, 
letting the manager tackle only 
problem cases which are called 
to his attention. 

Sophisticated use of computers 
won't be confined to large firms, 
the delegates were told. The new 
crop of data centers will make 
processing facilities available to 
the smallest companies. Phone 
lines will connect imput devices 
at each individual company with 
the data center computer. 

Exhibits at the conference in- 
dicated that a major shift in 
emphasis has taken place—from 
computers to related hardware. 
This was particularly noticeable 
in the attention accorded the 
gadgets used to get data in and 
out of the machines, as well as 
those that make it possible for 
computers to communicate with 
each other. 


Large Variety 


A large variety of equipment 
is coming on the market that 
can help capture information at 
the source. Units can read 
paper tapes from adding and 
calculating machines, optically 
scan bills and credit cards, 
mechanically capture data out in 
the shop and then send it to the 
computer. 

A related group of apparatus 
sends the data from one loca- 
tion to another. Units vary from 
a ‘single transmitting set that 
sends punched cards over tele- 
phone lines at toll call rates to 
a large microwave relay that 
enables large-scale computers to 
interchange information contin- 
uously. 


Advantages in Combining 


Larger companies are finding 
it profitable to combine smaller 
computers in the field with a 
large-scale unit in the home 
office. The.smaller units do the 
initial processing and put the 
data on magnetic tape that can 
be read at rapid speeds by the 
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large unit—connected by tele- 
phone lines. 

Many participants at the con- 
ference expressed the view that 
equipment makers had outdis- 
tanced ability of users to work 
with the equipment. “We assume 
that there is equipment available 
to do anything we want to do, 
then we decide what to do and 
shop for the equipment,” one 
panelist noted. 

Biggest advance in computers 
themselves is introduction of 
“real-time” units. In a real-time 
system, the original data is 
transmitted directly to the com- 
puter, which processes it in- 
stantaneously and sends _ the 
answer back immediately. First 
commercial application is in 
airline ticket reservations. The 


first banking installation is just 
going in—industrial uses will be 
coming shortly. 

Time lag of programing a 
computer to handle new ap- 
plications may be cut down 
considerably by new “common 
language” techniques. Several 
manufacturers are offering CO- 
BOL (Common Business Ori- 
ented Language) which enables 
the machine to translate instruc- 
tions given everyday English and 
change them into the machine 
terminology needed for process- 
ing. COBOL instructions are 
designed to be used interchange- 
ably between’ different-make 
equipment. Big push for COBOL 
has come from the government, 
which wants to be able to inter- 
change machines, if necessary. 


Import-Export Situation Muddled 
By Foreign Monetary Maneuvers 


(Continued from page 1) 
have been made on a product-by- 
product basis, and a broad sweep 
of reductions offered by the U.S. 
at the Geneva conference of the 
General Agreement on Tariffs 
and Trade (GATT) have been 
hanging fire since last fall await- 
ing European Common Market 
and Free Trade Associations to 
iron out their tariff reduction 
differences. 

(3.) Increasing “Buy - Amer- 
ican” pressures both among in- 
dividual companies and in a num- 
ber of state legislatures (Cali- 
fornia and Texas among others) 
where no-foreign-buying _ bills 
have either passed or are pend- 
ing. 

Importers spent most of last 
week speculating on the probable 
price effects of the mark and 
guilder revaluation on German 
and Dutch products shipped to 
this country. Chemicals were seen 
as probably the first imports to 
post upward price changes al- 
though more in the range of 1% 
to 3%, rather than the full 5% 
margin created by the revalua- 
tion. 

Producers in both countries 
complained that profit margins, 
pressured by rising wages, al- 
ready were thin, making it virtu- 
ally impossible to absorb the 
entire increment. 


The Loudest Protests 


In Bonn, for instance, indus- 
tries making the loudest protesta- 
tions were those relying pre- 
dominantly on exports, such as 
chemicals, automotive, machin- 
ery, electrical equipment, and 
shipbuilding. 

German’ chemical _ industry 
sources said producers expected 
to lose ground in plastics, dye- 
stuffs, and nitrogen export trade. 
Sources in the German machin- 
ery industry also foresaw what 
they described as considerable 
export market difficulties. 


Promises to Hold Line 


In New York, however, im- 
porters were promising efforts to 
hold the price line wherever pos- 
sible, speculating that producer 
prices will probably increase an 
average of 242%, leaving it up 
to the importer to try to absorb 
the additional 242% increment 
plus accompanying import duty 
increases (estimated at 1%). 

In Amsterdam, exporters of 
food, such as ham, and bicycles 


and other consumer items saw 
some “serious” setbacks in the 
offing. Dutch sources also said 
the guilder revaluation also would 
pose price problems for their fer- 
tilizer and other chemical exports 
to the U. S. in general, Dutch ex- 
porters were far from happy. 
On the other hand, it was 
noted that the revaluation in both 
countries works in two directions. 
The Dutch, for example, may be 
able to buy materials such as feed 
for hogs and tinplate from Ger- 
many at a lower cost, thus easing 
the strain on their food and agri- 
cultural exports to the U.S. 
Cocoa was considered to have 
gained a definitely more favor- 
able position because the import 
of beans by the Dutch automatic- 
ally became cheaper as_ the 
guilder increased in value. 


Two Categories 


Summing up, New York im- 
porters said that in addition to 
chemicals, they expected to see 
dollar price increases in two gen- 
eral categories of German goods: 
specialized machinery and a va- 
riety of specific items, such as 
steel pipe. In the end, they said, 
a German firm’s decision on 
whether to raise its export prices 
will be determined mainly by in- 
dividual competitive situations 
and how eager it is to sell in the 
U.S. market. 

Many German firms already 
are finding it more profitable to 
export to other European coun- 
tries, particularly Eastern Eu- 
rope, and the currency revalua- 
tion will improve this position 
and may make them even more 
reluctant to push marketing ef- 
forts in the United States. 

The currency revaluations 
came atop previously developing 
price pressures on some U. S. 
commodities. Strong export de- 
mand from Europe for American 
steel scrap, copper scrap, and 
hides have kept U. S. prices of 
those commodities on an upward 
slant in recent weeks. 

In Washington, government 
trade and financial experts took 
a somewhat less emotional view 
of import price prospects, saying 
they expected importers to go 
all out in trying to absorb part or 
all of the 5% increase. 

Conversely, they saw an in- 
crease, although limited, in the 
flow of goods from this country 
to Germany aided by the 5% 
differential. 
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Perspective 


(Continued from page 1) 
volume” of 275,000 Falcons a year. Actually the car sold at 
a far faster rate and still is, so it is reasonable to assume that the 
Ford profit per Falcon is consequently higher than the original 
planning target. 

Direct labor costs for assembly of the car were listed then as 
$58. This figure does not include labor devoted to component 
manufacture and assembly, such as engine and transmission. As 
of a year ago, $994 of the Falcon’s cost went for materials and 
components, but the labor cost of each of the thousands of items 
making up that total is known only to the supplier, whether 
another Ford division or an outside vendor. 

In the 1958 auto industry settlement, the United Auto Workers 
obtained a 27¢/hr package increase over a three-year period. 
Of this, 21¢, however, was merely a continuation of what the 
auto industry management figured the annual improvement 
factor (productivity) was worth, specifically 2%2%/yr. And 
that is the point, presumably, at which Ford will begin to match 
Reuther’s 1961 pay demands against higher price tags for 1962 
model buyers. 

* 7 * 


Now that the accent is on the positive, economically speaking 
(see Price Perspective p.2 and previous Purchasing Perspectives 
in this space), business planners can begin facing up to main 
problems. A McGraw-Hill economic analysis asserts that busi- 
ness is on the way up—with or without short-term assistance 
from Washington. The real job ahead, it points out, is not one 
of giving a short-term lift to a sagging economy but of getting us 
back on the postwar growth curve of about 4% a year. 

This requires business and government cooperation immedi- 
ately on action to put into motion long-range projects for which 
the need will become critical by 1965 if the U.S. is to keep 
living standards rising at home and at the same time stimulate 
underdeveloped countries. 

Here’s where opportunity beckons: 

® Faster installation of cost-reducing machinery before infla- 
tion resumes its upward course. In short, faster replacement 
of huge amounts of antique machinery still being used by 
American plants. 

© Sharper increases in R & D expenditures. Instead of step- 
ping up these rates, industry lately has been cutting down on 
the annual increase of R & D outlays. 

© Governmental action in promoting natural resource develop- 
ment. These projects included cleaning up polluted streams, 
metropolitan smog, city slums. Faster development of inade- 
quate water resources also is needed to prevent water shortages 
from becoming a major deterrent to industrial expansion. 

© Federal tax reform to promote private investment in new 
producing facilities, not just random tax cuts. 

The McGraw-Hill report concludes: “We do not need a 
panacea for ending what appears to be our mildest postwar 
recession. We do need to regain the rapid growth rate that 
has been lost in the past few years. . . . The problem of long- 
range growth will still be with us when business indicators show 
that the recession is a thing of the past.” 

a ” 


BUYERS’ GUIDE: Businessmen have convinced economists 
that they are attempting to cut inventory levels to a bare mini- 
mum as part of a long-term rather than short-term, cost-cutting 
effort. They see additions to inventories as adding little force 
to the forthcoming spring upswing. 

But inventory experts are convinced, nevertheless, that soon 
after the spring rebound, inventories will shift from a negative 
to a positive factor in the business outlook. Industry and busi- 
ness will add to their stocks in a period of rising economic 
activity even though inventory additions may not be of the same 
magnitude as in previous postwar recession recoveries. 


Identical Bids Still Made by Rock Salt Producers 


Washington—The District of 
Columbia last week rejected 
four bids for rock salt because 
three were identical and one was 
only a shade different. But 
Rexford G. Wessells, district 
procurement officer, said a news- 
paper story about the identical 
bids prompted a fifth firm to 
make an offer for rock salt far 
under-cutting the bids of the 
other four. 

Wessells declined to disclose 
the new bidder or the price 


offered, but he said he would sus- 
pend for 30 days re-advertising 
the rock salt bids at the request 
of officials of the new source of 
supply. “This new source indi- 
cated he'll come in at a much 
lower price,” Wessells said. 
Three firms submitting bids 
offered to supply 15,000 tons of 
bulk salt at $15.70/ton and 
1,400 tons of bag salt at 
$22.50/ton. The fourth bidder 
submitted prices of $17.50 for 
bulk and $22.40 for bagged salt. 
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United to Cut Air Cargo Rates 


Chicago—United Air Lines plans to cut freight rates on certain 
commodities flown from the West Coast to the East and Midwest. 
Move is being made to counter Flying Tiger West-to-East reduc- 
tions, which United had opposed. 

Effective April 9, if CAB approves, United will cut rates from 
present 16¢/ton-mi. to 13¢ on chemicals, electrical parts and 
equipment, automotive accessories, aircraft engine parts, hard- 
ware, household appliances, and advertising matter. 


Agricultural Urea Price Lowered 


New York—Prices of agricultural urea prices were cut 
$7.50/ton last week to a new level of $92.50. Some weakness 
followed in the industrial grade (used in making bonding agents 
and resins for use in plywood products), but producers still listed 
tags at above $100/ton in bags. 


Rails Extend Credit Period 


New York—Southern railroads extended shipper credit 
periods, and other major lines east of the Mississippi prepared 
to follow suit later this month. The normal 48-hour payment 
period was extended to 96, the additional-handling time period 
from 96 to 120. Northeastern lines, in particular, were reluctant 
to lengthen the credit period, the first such extension in 30 years. 


Copper Scrap Price Drops 


New York—Custom smelter buying price for scrap copper fell 
%¢/\b. This, along with an earlier %4¢ cut, slashed in half the 
1¢ rise of two weeks ago. It brought the price of No. 2 copper 
wire scrap to 23%4¢/lb., equivalent to about 29'%4¢/lb. for 
copper processed from the scrap for delivery in three months. 


Japan to Push Textiles 


Toyko—Japan is expected to seek a 30% increase in textile 
imports to the U.S. this year when U.S.-Japan trade talks open 
in Washington this month. The demand will be made in the face 
of the Amalgamated Clothing Workers’ refusal to work on 
Japanese-imported cloth goods after May 1. Japan’s position 
was strengthened by Pres. Kennedy’s expressed disapproval of 
the boycott. 


Auto Transporters Grant Teamsters Hike 


Detroit—Teamster approval of a new contract with the 
National Auto Transporters Assn. calling for a three-year 28¢/hr. 
wage hike and larger fringe benefits appeared virtually certain. 
First 9¢ hike would come next Jan. 1. Teamsters will give up 
some benefits, including a scheduled cost-of-living increase. 


Salt Prices Going Up 


New York—tThe International Salt Company is boosting prices 
on evaporated and fine mineral rock salt 5¢/cwt., effective July 1. 
Prices in bulk go from 67¢ to 72¢, f.o.b. refinery, and for bags, 
prices go from 94¢ to 99¢, f.o.b. refinery. The company said 
higher costs had forced the increase, the first in over four years. 
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P.A.’s Pressuring for Timelier Inventory Data 


(Continued from page 1) 
Graw-Hill’s Manager of Eco- 
nomic Services, is more confident 
about the usefulness of the new 
formula—even in its present 
shape. 

Says Greenwald: “From my 
observation of this forecast 
series, I thought it was doing an 
extremely good job, and I would 
certainly like to see it released 
for general consumption.” 

The champions of drastic in- 
ventory reform, however, want 
more than just this. What they 
advocate is a new sweeping four- 
point program that would revo- 
lutionize inventory data methods. 
What these experts are pushing 
for is: 


@More timely 
Many P.A.’s_ complain that 
official government inventory 
figures are often two months old 
when they finally get to look at 
them. “These reports are okay 
for making charts of what oc- 
curred 60 days ago,” comments 
a spokesman for the Burroughs 
Corp., “but they are virtually 
useless for making tomorrow’s 
decisions.” 


@More commodity break- 
downs—Statistics on a product- 
by-product basis are urgently 
needed by most P.A.’s to evaluate 
current buying policies. Laments 
a Cleveland machine tool P.A.: 
“What I want to know is how 
much steel and copper there is 
in the hands of users—and not 
the value of a specific industry’s 
over-all inventory mix.” 


reporting — 


@™More comparable data— 
Many businessmen complain 
that inventory figures are of 
doubtful value because they can 
not be directly compared to pro- 
duction and sales data. What 
P.A.’s want is a system of re- 
porting that would list output, 
inventory, and sales data in the 
Same accounting terms, thus al- 
lowing business planners to keep 
better track of goods in various 
stages of production and distri- 
bution. 

Martin Gainsbrugh, chief 
economist for the National In- 
dustrial Conference Board, 
likens this to a system of national 
accounting—one that would be 
similar to that which individual 
firms use for their own purposes. 
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@ Inventory forecasts—This is 
perhaps the most difficult infor- 
mation to obtain—though in 
many ways the most useful to 
P.A.’s. Reasonable certainty as 
to what the over-all buying trend 
would be in the next three to 
six months could supply help- 
ful clues to product availability, 
price movements, and changes in 
the general economic trend. 


A Tall Order 


Admittedly, what these experts 
are asking for is a pretty tall 
order. Getting fresh commodity- 
by-commodity information is not 
easy, say the pessimists. For one 
thing, according to Harry R. 
Wurster, director of purchases at 
Wyandotte Chemicals Corp., 
many firms would not cooperate, 
because businessmen generally 
are not too eager to make public 
figures that would give away 
their production costs. 

Government officials, on the 
other hand, think that lack of in- 
formation—rather than a reluc- 
tance to disclose it—is the main 
difficulty in securing better prod- 
uct data. 

Said one top Washington 
statistician: “You'd be surprised 
how many large and _ highly 
reputable firms are quite fuzzy 
about their own inventory situa- 
tion and don’t seem too much 
concerned. The trouble is the 
companies don’t keep inventory 
records by type of commodity, 
and I doubt whether we could 
easily convince them to do so.” 


Last Statistics Figured 


As to the lateness of figures, 
again government data collectors 
say they are apt to be among the 
last statistics that companies 
work up for themselves. Sales and 
order data are compiled more 
quickly for the use of company 
managements and thus are avail- 
able earlier to government 
agencies. 

The problem of inventory fore- 
casting is the most ticklish of all 
because of the unpredictable psy- 
chological element Past ex- 
perience, for example, has shown 
that buying is often on impulse. 
Trying to predict what thousands 
of P.A.’s will do two or three 
months hence is a formidable 
task. 

It’s summed up pretty well by 
an executive of a major West 
Coast metal firm who notes, “I 
wonder how you would make 
such a forecast reliable. I ask 
because in inventories there 
seems to be a snowballing effect: 
Inventory people tend to get on 
the bandwagon, and they do this 
in spite of factual knowledge that 
such purchases are not neces- 
sary.” 

He adds: “A forecast would 
be fine if the people that con- 
tribute figures would stick to the 
intentions, and not panic and 
tend to protect themselves.” 


Growing Pressure 


Balanced against these diffi 
culties is the growing pressure 
for better data. And as the cor- 
poration economist of a big 
Cleveland machinery firm pointed 
out. “Once there’s a need for 
action, it’s only a matter of time. 
The emphasis on inventories and 
the effect on the total economy 
has provided enough agitation, 
so that reform must surely 
follow.” 

The champions of reform 


note that for years it was claimed 


that a speed-up in price, sales, 
order, and unemployment sta- 
tistics was impossible. But is has 
been accomplished despite these 
gloomy pronouncements. 

One specific way of licking the 
timing problem has been ad- 
vanced by Gainsbrugh. He sug- 
gests sending out telegrams to 
some 1,000 of the biggest firms 
in the country, irrespective of 
industry composition. 

“Within a week we could have 
a ‘flash’ report prepared. True, 
it wouldn’t be a detailed one, but 
it would at least give a hint as 
to which way the inventory trend 
was going.” 

Such information certainly 
could be utilized, according to 
a spokesman for Burroughs. He 
notes: “Most of us are operating 
on very tight inventory. An un- 
anticipated upturn could catch 
a firm unawares and it would 
take months to catch up. Any 
up-to-date information could 
help prevent such a situation.” 

Money as usual holds the 
answer as to how much can be 
done to improve the figures. But 
the government isn’t prepared to 
shell out much more than it’s 
spending right now to gathering 
statistics. 

According to the Jatest budget 
estimates, government informa- 
tion-gathering agencies will get 
about $47.1-million for statistic 
programs in the year beginning 
July 1. That’s about 8% above 
the current fiscal year. 

Another problem is referred to 
by one government economist as 
“competition for funds.” He says, 
“There are right now some four 
or five statistical series which 
need improvement, and all have 
to vie for any additional money 
that comes along.” 


Ford Warns It Won't Give 
Price-Boosting Pay Hike 
In Summer Negotiations 


(Continued from page 1) 

in Detroit was that the Big Three 
(who get together privately on 
labor matters) will attempt to 
hold the line and offer nothing 
more than the annual improve- 
ment factor. At least this could 
be the opening gambit. Since 
the companies admit that pro- 
ductivity increases by 242 %/yr., 
then technically prices should not 
be affected by a_ settlement 
geared to such a figure. 

But the UAW claims that pro- 
ductivity increases at more than 
4% annually. The distance be- 
tween the two figures will be the 
battleground over which a no- 
price-increase wage boost will 
be fought. 

In announcing intentions of 
tough dealing in the bargaining, 
company President Henry Ford 
II said that in the face of intense 
competition from abroad, the 
company believes “it essential to 
hold the line on all costs, avoid- 
ing particularly any labor cost 
increase that could force us to 
raise prices.” 

Just how much Ford can ab- 
sorb in labor increases without 
raising prices is a figure known 
only to Ford accountants. The 
rank and file union goal of a 
30-hr. week with 40 hours pay 
would be considered inflation- 
ary, but at the same time it is 
doubtful whether top UAW brass 
expect to use that demand for 
more than a bargaining point. 
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Enjay is increasing facilities to meet your needs! 


As one of the world’s largest For information on these or 


; ; : CAPACITY . . 
chemical marketers, Enjay is 1959 1962 other Enjay products write 15 


investing in expanded production BENZENE West 51st Street, New York 19, 
facilities to meet the increasing million gal/yr 45 79 New York. 

demand for aromatic hydrocar- TOLUENE 

: : : million gal/yr 32 55 
bons. Here is the Enjay expansion ORTHOXYLENE 

program to meet demands. million gal/yr 6 24 
This is one more reason why Enjay PARAXYLENE 


> million Ib/yr 65 105 
is a dependable source of supply. — 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY PETROCHEMICALS 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 


You can tell 
the SiiS!F man 


by his complete line of bearings! 


One look at his line shows why he can fill so many different bearing orders. His 
line spans all four major bearing types—covers each completely with a tremen- 
dous range of sizes and variations. So, obviously, he’s in a position to make buy- 
ing bearings easy and economical for you. And remember, when buying bearings 
for replacement purposes—call on your nearby Authorized gsxsF Distributor. 6003 


MOTION ENGINEERING 


Advanced ball and roller bearing technology 
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